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CHARLES F. TAYLOR 


Mr. Taylor is our 
general agent in the 
city of Kokomo, Ind. 
(Population 33,700.) 
He has 3 associates 
in his agency unit 
who are also happy 
and prosperous. 
Here is a record 

of his earnings. 
Cash Income 
1946... .$ 5,397.79 
1947 ..... 15,640.43 
1948 .... 20,596.16 
1949 .... 17,295.96 
Total $58,930.34 


in three years and 
eleven months 


(over $1,250 per month). 


Mr, J. A. Hands, V.P. 
Franklin Life Insurance Company 
Springfield, Illinois 


Dear Jim: 


Four years ago today—January 9, 1946—I signed my 
Franklin contract and I have only one regret, it should 
have been fourteen years, and today I probably would 
have all the money my wife and I would need from 
now on. 


I am very grateful to you, and to the Company for 
this opportunity, to make better than just an average 
living. 

I stayed in a rut too long and there are thousands of 
men over the country who could profit by my mistakes 
if I could only tell them the true story. 


Sincerely, 


Charles F. Taylor 
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CHAS. E. BECKER; PRESIDENT SPRINGFIBLD, ILLINOIS 
DISTINGUISHED SBRVICE SINCE 1884 


One of the 15 Oldest Stock Legal Reserve Life Companies in America 


Over $775,000,000.00 insurance in force. 
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WE’RE PARTNERS IN SECURITY 


Says Mrs. Robert H. Porter, Detroit 


It’s great to be the wife of a life insurance agent! 
Most women’s mental woes stem from their 
feeling of exclusion from their husband’s busi- 
nesses. In no other business that I know of is 
it possible for a wife to lead such an exciting 
existence, both inside and outside the home— 
and to gain such a sense of pride in cooperation 
and partnership with her husband’s affairs. 

I relieve Bob of the humdrum detail—main- 
taining lists, doing his filing, his correspondence 
and I take part in his business activities by 
entertaining prospects and clients, which is any- 
thing but a disagreeable task! Since Bob has 
been in the life insurance business, we have 
made more good friends than I ever imagined 
could be possible. 

Then there is the all-important wife’s job of 
maintaining a smooth-running home; seeing that 
my husband’s clothes are immaculate; juggling 
the dinner hour to suit Bob’s daily schedule 
and still reach his heart through his stomach; 
attending to the wants of our small son. 


There’s another side to this being the wife of 
a life insurance agent—economic stability and 
the faith in the future that working with 
Provident assures us—a faith augmented by 
the Company’s Veteran Agents Compensation 
Plan. Bob and I both realize how fortunate it 
was that he joined this seasoned and progres- 
sive company, and we feel more confident about 
the future than ever. 

Bob is concentrating on unselfish service, 
based on programming, for his clients—thus 
building for the future, not only on his present 
policyholders, but also on the many referred 
leads which they are proud to give him. Bob’s 
enthusiasm is unlimited for the Provident Direct 
Mail Service as a supplement to prospecting. 
He feels it has opened many more doors for 
him, especially in the field of business insurance. 

Yes, I sincerely believe the partnership and 
security which Bob and I enjoy from being in 
the life insurance profession with Provident is 
our best guarantee for future happiness. 


Sales Ideas from “Provident Notes” 
published by 


PROVIDENT MUTUAL LIFE INSURANCE COMPANY of PHILADELPHIA, PA. 
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Senate Finance 
Committee Gets 
NALU Views on SS 


Benson Makes Thorough 
Presentation; Guernsey 
Hits Lump Sum Benefits 


By H. C. HALLAM 


WASHINGTON—President Judd C. 
Benson of National Assn. of Life Un- 
derwriters made an elaborate presenta- 
tion on the social security bill, H.R. 
5000, before the Senate finance commit- 
tee, asking for a system that would treat 
all citizens equally and fairly, providing 
minimum benefits to avert fears of desti- 
tution, yet penalizing the indolent. He 
offered guiding principles to imple- 
ment the original concepts of social se- 
curity as defined by Congress. 

S. Kendrick Guernsey, executive vice- 
president of Gulf Life, opposed the pro- 
vision for lump sum death benefits. He 
appeared for the Life Insurers Confer- 
ence. 

Mr. Benson reiterated N.A.L.U.’s op- 
position to any increase in the OASI 
wage base above $3,000; lump sum death 
penefits; total and permanent disability 
coverage, and inclusion of any increment 
factor in determining OASI benefits. 


Favors Various Features 


Mr. Benson said N.A.L.U. favors, 
with or without amendment, the provi- 
sions in the bill to extend benefits to all 
gainfully employed, wherever admini- 
stratively feasible; specifically to include 
iull-time life insurance salesmen; a bene- 
it formula to provide primary benefit 
equal to 60% of the first $50 of average 
nonthly wages, and 15% of the next 
200 average monthly wages; liberaliz- 
ng of conditions of benefit eligibility; 
awork clause to enable a worker quali- 
ied for benefits at age 65 to earn the 
equivalent of $50 per month without re- 
duction of retirement benefits, also re- 
noval of the work clause at age 70 
father than 75; revision in the benefit 
ormula so as to provide improvement 
in benefits for workers who defer bene- 
its past 65, equal to 3 to 5% of the 
wimary benefit at 65 for each year of 
ieferment, such deferment not to extend 
past age 70; and larger minimum bene- 
hts for workers in very low income 
orackets, 

When Mr. Benson came to opposition 
0 permanent and total disability, in 
feading his prepared statement, Senator 
yers, Pennsylvania new dealer, asked 
‘he had always been opposed to it. The 
iitness said he had. In lieu of dis- 
ility coverage, Mr. Benson strongly 
tcommended rehabilitation of the dis- 
dled. He had gotten information from 
ne federal security agency, which di- 
ets a federal rehabilitation program, 
ilicating that most disabled could be 
thabilitated. While he had not been 
dle to obtain figures to prove this, he 
“cepted the FSA premise. 

enator Martin, also from Pennsyl- 
‘ama, sought to obtain documentation 
ur the FSA claim as reported by Mr. 
“son, but did not succeed. Empha- 
‘tng the importance and possibilities of 
tabilitation, he urged the committee to 
‘mmon FSA witnesses on it. 

hen, Senator Myers came back to 
ne subject of disability and asked Mr. 
(CONTINUED ON PAGE 18) 
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Moser Tells How to 
Keep FTC in Its Place 


To the everlasting credit of the state insurance commissioners is the militant 
attitude that was taken at the federal trade commission hearing at which the pro- 
posed FTC rules governing auto finance business were. considered. 

This pat on the back was delivered by Henry Moser, general counsel of All- 


state and prominent member of the all- 
industry committee, in addressing a well 
attended insurance membership group 
of Union League Club of Chicago Mon- 
day. 

For the first time, the commissioners 
“demonstrated that they did not be- 
lieve that they were arguing with the 
inevitable, nor that the only argument 
available with an east wind was to put 
on an overcoat,” he said. 

Five of the seven members of the 
N.A.I.C. liaison committee, including 
Insurance Director Hershey of Illinois, 
the speaker stated, appeared at the hear- 
ing and clearly and unequivocally as- 
serted FTC has no jurisdiction and in- 
sisted upon deletion of the words “in- 
surance companies” from proposed rule 
4 which by its terms is expressly ap- 
plicable to insurance companies as well 
as to sellers of automobiles and finan- 
cial institutions with regard to adver- 
tisements and statements concerning in- 
surance rates and coverage, finance 
charges, costs and the like. 


May Have Salutary Effect 


A few more demonstrations that the 
commissioners do not propose to bow 
“to any mercenary feather one’s own 
nest construction of an act of Con- 
gress may well avoid further attempts 
to impose dual supervision upon what 
is now the most highly regulated busi- 
ness in our economy,” he said. : 

However, all hands must recognizé 
that there are still some gaps and crev- 
ices in state laws that must be filled. 
The best mortar for that purpose is the 
unfair trade practices acts. 

Such acts must be passed in the 24 
states so far failing to act. After that 
they must be enforced. It will be much 
easier for commissioners to do a good 
job than to explain why they didn’t. 
Even though FTC has no authority to 
question the adequacy of state regula- 
tion, Congress does have such authority 
and public law 15 may be amended or 
repealed by it at will. ; 

Insurance people should lend their 
influence to getting adequate appropria- 
tions for insurance departments. 


Sherman Act Came First 


When public law 15 was first en- 
acted, the Sherman act appeared as the 
most pressing problem and prime atten- 
tion was given to rating bills. The im- 
pression was erroneously created that 
FTC act was relatively unimportant. 
Actually if federal supervision is to en- 
velop insurance its first attacks will 
come by reason of the FTC act. The in- 
surance business and commissioners 
must meet this problem with the same 
enthusiasm and vigor they exhibited in 
connection with the Sherman act. 

Mr. Moser spoke of the Washington 
dispatch reporting that FTC is split on 
the extent of its authority to regulate 
insurance. Mr. Moser said he firmly be- 
lieves that if a state has any statute on 
its books governing unfair trade prac- 
tices in insurance, the federal trade com- 
mission act is inapplicable. Senator Mc- 
Carran, one of the authors of PL 15, 
said so very clearly and apparently Act- 
ing Chairman Lowell B. Mason of FTC 
takes this view. However, a block within 
FTC seems to feel that FTC has the 
authority to pass on the adequacy of 
state administration. “Unless they can 
be convinced of their error an ultimate 
collision is inevitable and either the 
courts or Congress may have to say to 





FTC that they have enough to do to 
adequately enforce their own acts and 
that Congress never intended to set 
them up as judges as to whether the 
state statutes are being administered 
properly.” 


Other FTC Activities 


In addition to the mail order insur- 
ance and the auto finance pact prob- 
lems, Mr. Moser mentioned that FTC 
has investigated certain individual com- 
panies, has conducted an examination 
of marine insurance despite the fact 
that it is expressly exempt from the 
act and has threatened examination of 
the Pennsylvania Fire Insurance Rating 
Bureau, notwithstanding the existence 
there of comprehensive rating acts. 


Hope Dims for N.Y. 
Bill to Extend 
Investment Scope 


ALBANY — New York legislative 
leaders, notably members of the Condon 
joint legislative committee on insurance, 
have decided not to put in a bill to ex- 
tend investment powers of life com- 
panies at this session. Eight ideas were 
proposed, differing especially on the 
blanket provision permitting an insurer 
to invest up to a certain percent of as- 
sets in any type of security, including 
common stocks, The Condon committee 
will study the matter further. Most life 
companies had indicated they favored 
liberalizing investment authority. Metro- 
politan Life wanted this to permit in- 
vestment in small businesses through 
banks. Several companies want to invest 
in common stocks. 

One bill that may go through is to 
change the group law to allow the CSO 
table and 3% interest instead of Ameri- 
can Men and 34%. 

A couple of bills were introduced to 
change the section that restricts amount 
of insurance that may ‘be written on 
minors. The bills which proposed to in- 
crease the amount did not include indus- 
trial and are expected not to pass. The 
Condon committee will go into the sub- 
ject. The legislature is expected to ad- 
journ March 16. 


Paul Styles on NLRB 


WASHINGTON — Paul L. Styles, 
who handled Mrs. Nola _ Patterson’s 
complaint against National Assn. of Life 
Underwriters and many life companies, 
has been confirmed by the Senate as 
member of the national labor relations 
board. He was formerly regional direc- 
tor at Atlanta for NLRB. 

John C. Getreu succeeds him there. 
Mr. Getreu has been officer-in-charge at 
Memphis. 





Will Release Profit Data 
Only if “Significant” 


WASHINGTON—One hundred 
stock life companies’ profits figures 
gathered by the Celler monopoly 
committee staff are under study and 
analysis by others. If the figures 
are not found “significant,” they will 
not be released, said Murray Bern- 
hart, committee counsel. 





U.S. Chamber Hits 
Treasury Long-Range 
Life Tax Proposals 


Spokesman Testifies 
at Ways and Means 
Committee Hearing 


WASHINGTON D. C.—The U. S. 
Chamber of Commerce, through Ells- 
worth Alvord, chairman of its finance 
committee, in testimony before the 
House ways and means committee Tues- 
day, opposed Treasury department pro- 
posals concerning taxation of life insur- 
ance. 

It also opposed increase in the corpo- 
ration tax. 

Mr. Alvord said the chamber “does 
not favor... at this time’, the Treas- 
ury’s recommendation to tax the inter- 
est element contained in installment pay- 
ment of life insurance policy proceeds. 
He suggested that this problem be de- 
ferred until Congress is prepared to con- 
sider it together with annuity and re- 
lated matters “and to lay down sensible 
and consistent rules to govern all of 
them, instead of dealing with them 
piecemeal.” . 


Suggests Option for Taxpayer 


Use of installment options should not 
be discouraged, Mr. Alvord said, and if 
any change is to be made, he urged con- 
sideration be given to a rule under which 
no income is realized until the full 
amount of insurance proceeds payable 
has been recovered. He suggested a tax- 
payer be allowed election between such 
a rule and the Treasury-recommended 
rule. 

Discussing the President’s recommen- 
dation to plug life insurance “loopholes,” 
and the Doughton bill to impose $90,- 
000,000 taxes on life company invest- 
ment income for 1947-49, Mr. Alvord 
said the chamber is “unalterably opposed 
to the imposition of retroactive taxes”. 
In view of opposition of some companies 
to the Doughton bill, Mr. Alvord fore- 
cast litigation if it becomes law and he 
expressed the opinion “that those provi- 
sions will be held to be unconstitutional, 
by reason of their retroactivity.” 


Wants Tax Only for Future 


He recommended that “adequate time 
be devoted to the determination of a 
sound and sensible method “for taxing 
life companies, and that that system be 
applied only for the future. He said 
“considerable time will be required.” 

“We oppose the inclusion of ‘under- 
writing profit’” of insurance companies, 
as “taxable income”, Mr. Alvord said, in 
commenting upon the Treasury’s sug- 
gestion that such “profit”, as well as in- 
vestment income, should be used as a 
tax base. 


Hits “Profit” Tax 


“For the most part, there is no such 
thing as ‘profit’ in life insurance under- 
writing’ he declared. He predicted that 
if Congress includes so-called under- 
writing profit in company taxable in- 
come, companies’ directors would be 
under pressure to fix initial rates as low 
as possible and to eliminate or reduce 
their margin of safety. 

To tax underwriting profit of stock 

(CONTINUED ON PAGE 16) 
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Agent Flunking 4-Month Quota Had 


Better Quit, Newark Managers Find 


By KENNETH O. FORCE 


NEWARK—Failure of the new agent 
to produce up to the schedule laid out 
by him and the manager by the end of 
the fourth month is a danger signal past 
which the agency can carry him only 
at the greatest risk. The character of 
the budget on which the manager and 
new agent agree chiefly determines the 
outcome of the venture. That the new 
man has earned $10,000 or $50,000 in his 
previous job should be disregarded in 
appraising what he will do his first year 
in insurance—with rare exceptions the 
beginner will not earn as much as $5,000 
in his initial 12 months. The general 
agent or manager who makes decisions 
with his head rather than his heart is 
going to lose less money financing new 


agents. 
These were conclusions reached by 
general agents and managers of the 


Newark area at the round table on com- 
pensation conducted with George P. 
Shoemaker, general agent of Provident 
Mutual Life, New York City, as moder- 
ator. Harry O. Rasmussen, Newark 
general agent for Penn Mutual, is chair- 
man of the local group, which has 45 
enrolled in the 17 week course in agency 
management. Similar round tables are 
being conducted in 25 cities by the 
committee of general agents and man- 
agers of the National Assn. of Life 
Underwriters. Newark has the largest 
enrollment of any of the groups. 


Steering Committee 


Outline of the course was written by 
O. Sam Cummings, Texas manager of 
Kansas City Life. Osborne Bethea, 
general agent for Penn Mutual, is chair- 
man of the committee in charge of the 
round table countrywide, with Eugene 
Hays, general agent New England Mu- 
tual at Boston, and W. Campbell, 
manager of Prudential in Newark, mem- 
bers. 

In discussing compensation, one man- 
ager said if the prospective agent de- 
sired a salary of $400 a month, he would 
first check what he had earned previ- 
ously, since the business is not buying 
men away from salaried positions in 
other fields. His company has a salary 
with incentive plan. If $400 is agreed 
upon, he guarantees the new man $400 
in exchange for first year commissions 
and four renewals, which are annualized. 
What he earns in excess of that consti- 
tutes incentives. The manager requires 
no production the first or second month 
but does require $180 in the third month. 
This requirement goes up about 30% in 
the next three months. The salary plan 
runs two years, toward the end of which 
he is supposed to be earning more than 
$400. Then, in a sense, he is in business 
for himself. 


Fourth Month Test 


If at the end of the fourth month he 
is behind, he is not apt to succeed, the 
manager said. He put on 10 men in the 
last two years and lost five. Each of 
the five showed a deficit at the end of 
the fourth month. He concludes that it 
is impossible to rescue them, no matter 
how much effort he expends. The trou- 
ble is, a g.a. commented, “we keep hold- 
ing on in hope of at last getting that 10 
or 12 or 15 which the new man is just 
about to knock over.” 

What do you tell a prospective agent 
he is going to earn in the business? 
There were several answers: One man- 
ager compares his future in insurance 
with a sole proprietorship in any busi- 
ness, the sky is the limit, it all depends 
on the man. Another: It depends on 
what the new man wants to do—$7,000 
a year or $15,000. A third, “if you are 
an average man, stay out of the busi- 
ness, only those above average succeed 
in it.’ Another requires the new man 


to earn $5,000 after two or three years. 
If he does less, he is not good enough, 
to advise others to buy insurance or 
invest their money; if he doesn’t earn 
more, he is probably too lazy to do so. 


STARTING BUDGET 


A highly successful manager regards 
the budget negotiation as the most im- 
portant test in recruiting—is the man 
willing to make an investment himself? 
He is very tough in paring down the 
budget—the new man should be willing 
to make some sacrifice. Then he really 
enforces the budget. He has never yet 
paid the full salary suggested by the 
new man. He wants him to be dissatis- 
fied and tells him so. There are ways 
the new man can increase his income, 
25% of commission paid for as he goes 
along, and after six months $12 a week 
more if he meets certain requirements. 

Some salary plans set up on a two- 
year basis ran into difficulties at the end 
of that time when the new man faced 
the shift from salary to commission. 
One company then devised a transition 
plan to ease the transfer. The man can 
use the transition salary plan for two 
years and may extend it for three years. 
This has worked out well, has proved 
fair and practical and has answered the 
manager’s problem. 

Yearning for Security 

A general agent commented on the 

big quest for security in recent vears; 


hence the demands for salary by men 
starting in insurance. One thing the 
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salary plan does is to diminish the at- 
traction of a man’s being in business for 
himself. He occupies the position of an 
employe, which is probably bad for his 
development. 

One young supervisor said he was 
glad he started on a salary because he 
needed close supervision, especially to 
develop good work habits. 

If he needs a drawing account to get 
supervision, then he hasn’t a good man- 
ager, promptly retorted another. It 
isn’t salary that helps; if he doesn’t 
have a salary or drawing account he will 
scratch harder and learn more. 


Some Want Absolute Security 


The reply to this was that the market 
in which the business is competing for 
new men contains men who want abso- 
lute security, who do not favor sales 
work, but who if forced into it want a 
salary and not a commission. The busi- 
ness is going to have to wait until the 
young men realize that most salaried 
jobs have ceilings and that these ceil- 
ings are reached at a time when the 
man’s abilities and needs are the great- 
est. In the meantime the business has 
to use salaries or equivalent to attract 
young men. Actually, one survey shows 
financed men do 30% or-so better than 
those who come in on commission. 
This may be due, it was suggested, to 
closer supervision. 

One manager said he assumed half 
the liability for financing new men; an- 
other said he also did but his liability 
is limited to the first six months. 

What can the new man earn in his 
first year? What is the optimum that 
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So impressed were we by a certain young insurance man’s 
devotion to his work that we asked him the reason. The answer 


“The way I look at it’, he said, “there are men who answer 
to the spiritual needs of their fellow men through the inspira- 


tion and ministration of religion. 


“There are men who devote their lives to the bodily health and 
well being of their fellow men through the practice of medi- 


“We insurance men belong to the class whose duty (and pleas- 
ure) it is to provide peace of mind for their fellowmen by mak- 


This exalted, but absolutely true conception of his function as 


an insurance salesman, made this young man a great producer. 


Insurance in force Feb. 1, 1950—$434,524,178 
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can be expected of him? One Manager 
has paid as high as $450 a month, but 
to only one new man; he has had several] 
he paid $375 a month, a number at $350 
and one at $250 (he failed). His com: 
pany once paid a new man a salary of 
$6,500, and it paid $6,200 to another. 
The general opinion was that if a man 
is earning $50,000 a year before going 
into life insurance, he still probably 
cannot earn more than $6,000 in his first 
year in the business. If the joint under. 
taking of manager and new man, which 
a salary arrangement amounts to, is too 
ambitious, it imposes a big burden on 
the new man and probably  militates 
against his success. Another manager 
pointed out that his company analyzed 
its business and found that the new man 
can produce $14,000 a month. How 
much can the manager afford to finance 
the new man on this basis? Another 
said the business is worth about $10 per 
thousand so that if he is being paid a 
salary of $5,000 his first year he must 
sell $500,000 of business his first year, 
Few do this, though one said about 
a fourth of his men do. Another thinks 
the new man ought to have some credits 
left in his renewals for the years fol- 
lowing the first. 


Two Young Ones Better 


Managers generally agreed it is better 
to have two young men at $200 a 
month than one older man at $400—the 
manager gets a better spread or risk, 
and it is easier to bring the young man 
up to a minimum budget than it is the 
older, who is accustomed to better liy- 
ing. : 
Another manager figures that for 
every $100 a month of salary he offers 
the new man he has to have $100,000 
of business. However, several thought 
they could get by on $250,000 a year on 
a $4,000 a year salary because of over- 
riding commissions, renewals, and spe- 
cial allowance on first year commis- 
sions offered by some companies. One 
general agent asked why he should dig 
into over-riding to finance new men. 
He thought this discriminated against 
older agents. Another said he would 
be delighted with all the $250,000 first 
year men he could get. He figures busi- 
ness is worth $16 a thousand, which 
comes out even on a $4,000 salary. 

Another said anyone who has made 
$8,000 a year should have some money 
saved and be willing to invest part of 
it in launching his insurance career. 
There is a difference, another remarked 
between the man who is earning $8,000 
and one who has lost a job paying that 
much. In the latter case, the question 
arises, is he worth it? 


Appreciate Job More 


Several men said they got a lot of 
new men in on the commission basis, 
and they appreciate the business a lot 
more when commissions start rolling 
in. The commissions belong to them. 

A general agent cited the experience 
of a young man he paid $3,600. At the 
end of the year he had produced more 
than $250,000 of new business, but had 
actually earned $2,600 on it. Much of 
the business was term, perhaps natural 
for a new, young man whose acquaint- 
ances are also young. The general agent 
said that was not enough. With this 
particular man, when it came time to 
take him off the salary at year end, he 
went with another company as supé!- 
visor at $350 a month. The general 
agent thinks he paid the young fellow 
too much to start with. 

Several managers still use the Gl. 
bill successfully to help get the youns 
veteran started. ; 

It is conceded that the manager cant 
bring all of the prospective agents 

(CONTINUED ON PAGE 18) 
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Statements Show 
Company Results 


on 1949 Business 


COLUMBIAN NATIONAL 
Columbian National paid new business 
of $51,679,482 was slightly under the 
1948 figures, but A. & H. collections 
were 11% higher than in 1948, the pre- 
yjous peak year. Group life sales in- 
creased in number and cases, although 
the volume was slightly lower. At Dec. 
31, insurance in-force reached $333,760,- 
792 as against $309,533,987 at the be- 
ginning of the year. 
* The net yield on investment in 1949 
was 3.13%. Mortality experience was 
47.3%. There was $5,200,000 paid out, to 
policyholders and beneficiaries during 
1949. Capital and surplus reached $8,760,- 
472, 12.7% of the policy annuity reserve. 


FRANKLIN LIFE 

Franklin Life’s new ‘business in 1949 
was $213,505,379 as against $165,722,622. 
The company in 1949 showed a gain in 
insurance in force of $120,510,977, as 
against $113,095,854 in 1948. The 1949 
gain, which was 18.4%, brought _insur- 
ance in force to $776,309,805. Policy- 
holders’ surplus was increased to $9 
million and assets rose to $145,302,397. 
Federal ‘guaranteed obligations represent 
35.9% of net invested assets. Benefit 
payments in 1949 were $6,872,119. 

Major asset items include U. S. gov- 
ernment bonds, $31,132,895; other bonds, 
$39,050,373 ; mortgages, $40,140,860; 
FHA loans, $17,271,792; policy loans, 
$6,166,032. 


MIDLAND MUTUAL LIFE 


Midland Mutual’s gaid-for in 1949 was 
$19,208,360, up 4.13%. Insurance in force 
increased $8,797,546 to $202,228,018. The 
lapse ratio was 3.99%, compared with 
3.22%. Income was $9,064,843, up $271,- 
984, and disbursements were $5,445,553, 
down $2,481. Assets increased $3,705,- 
379, to reach $63,697,794. Surplus is 
$4,893,427, up $314,175.71. Mortgages 
totaled $25,989,995, with an average of 
$6,740. Net interest earned exceeded 


3%. 


MUTUAL BENEFIT LIFE 

Benefit payments of Mutual Benefit 
Life were $71,436,675, up 3%. Assets are 
$1,238,351,336, up $58,800,432. New busi- 
ness was $224,040,086, slightly under the 
1948 total but 23.6 above the previous 
five year average. Insurance in force is 
$2,818,521,202. Premium income is $99,- 
336,046, up $2,013,334, while investment 
income was $39,022,790, up $4,497,414. 
Interest on investments was 3.12% as 
against 2.97%. Funds invested in mort- 
gages rose 24% while there was an in- 
crease of 2% in preferred and guaran- 
teed stocks, and 41% in income real es- 
tate, besides which there were increases 
in amounts invested in railroad and 
public utilities securities. Taxes accrued, 
payable in 1950, are $3,600,000, including 

(CONTINUED ON PAGE 11) 


U. S. Life Marks 100th 
Anniversary This Week 


NEW YORK, Mar. 2 — United 
States Life, 10th oldest American 
life company, will celebrate its 
1 anniversary this evening at a 
dinner at the Waldorf-Astoria here. 
A reception will precede it and danc- 
ing will follow. About 600 guests 
are expected. 

Scheduled speakers are President 
Richard Rhodebeck, toastmaster; 
Superintendent Dineen of New 
York; President Holgar J. Johnson 
of the Institute of Life Insurance; 
Managing Director John Marshall 
Holcombe, Jr., of L.I.A.M.A. and 
Executive Vice-president E. J. 
Moorhead. 

The affair will be reported in next 
week’s issue. 




















Prudential this week launched the ob- 
servance of its 75th anniversary year 
with a founder’s day luncheon. Highlight 
of the event was the opening of an his- 
torical display, including a replica of 
Prudential’s original office in Newark. 

Approximately 225 guests attended the 
ceremony, which commemorated the 
birthday of the company’s first president, 
Allen L. Bassett. Among the guests of 
honor were descendants of the late John 
F. Dryden, who established and later 
headed the company, and of Mr. Bassett 
and subsequent Prudential presidents, as 
well as a group of the company’s oldest 
employes in term of service. 

President Carrol M. Shanks and Col. 
Franklin D’Olier, retired head of the 
company, greeted the visitors who in- 
cluded state and municipal officials, rep- 
resentatives of local insurance com- 
panies, officers and directors of Pru- 
dential, 

In a brief address, Mr. Shanks men- 
tioned the humble beginnings of Pru- 
dential and expressed the conviction that 
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the phenomenal growth of the company 
grew from the basic aims of its founders 
—to afford a means whereby the average 
man could provide security for himself 
and his family by his own individual 
initiative in keeping with American and 
democratic ideals. Mr. Shanks then in- 
troduced Col. D’Olier who presented a 
number of the guests of honor at lunch- 
eon. 

The reproduction of Prudential’s first 
office contains Mr. Dryden’s desk and 
chair, the original mail bag, the still- 
ticking clock and other antiques. Built 
against a symbolic backdrop showing 
all of Prudential’s Newark buildings, it 
is the center of the historic display 
which will be continued throughout the 
year. 

Among the displays is a model of the 
company’s famed Rock of Gibraltar 
trademark, which was first used in an 
advertisement in 1896 with the legend, 
“The Prudential Has the Strength of 
Gibraltar.” This model is cut from a 
piece of the actual rock. 











MOTIVATION 


Felix W. Shank, of the Penn Mutual’s Branch & Pow- 


ell Agency in Alabama, was interviewing a prospect. 


“I had been trying for Business Insurance but the 
junior partner just was not interested. A few months 
later the partners were returning from a business trip 
when their car hit a cow and turned over three times. 
Neither of them sustained a scratch. The following morn- 
ing the junior partner called me and $20,000 of Busi- 
ness Insurance was promptly put in force. He also pur- 
chased $15,000 of personal insurance. The Business 


Insurance was later increased by an additional $10,000.” 


This was an example of the motivation that came out 


of an accident in which, fortunately, no one was injured. 


THE PENN MUTUAL LIFE INSURANCE CO. 


MALCOLM ADAM 
President 


INDEPENDENCE SQUARE, PHILADELPHIA 

















Ordinary Steady, _ 
Weekly Rises, Group 
Drops in January 


Decrease in the sale of group life 
during January contributed heavily 
toward pulling total life insurance sales 
for that month down 4% from pur- 
chases in January of last year. Total 
purchases were $1,745,000,000 as com- 
pared with $1,821,000,000 a year ago. 
Ordinary life purchases were $1,140,- 
000,000, negligibly under a year ago. 
Industrial life rose 13% to $402 million. 
Group life decreased 37% and with $203 
million placed in new groups. 

For the first time wholesale life, 
previously included under group life 
figures, is now included with the ordi- 
nary figures. 





Bankers of Nebraska 
Changes Affect 11 


Bankers Life of Nebraska has pro- 
moted eight in the home office and has 
——— three. 


Drake, formerly treasurer, be- 





E. B. Drake 0. W. Hallam 


comes vice-president. He had served as 
treasurer since 1934. O. W. Hallam, 
who has been with the company since 
1926, was named treasurer; He had 
been manager of the farm loan depart- 
ment and assistant treasurer. 

Dr. Allan Campbell was appointed 
assistant medical director. A specialist 





J. F. MacLean 


Dr. Campbell 


in internal medicine and diagnosis, Dr. 
Campbell has practiced in Lincoln since 
1930. He served in the navy in the last 
war. James F. MacLean was named as- 
sociate actuary. He has been with Con- 
necticut General since 1937. 

D. S. Seiverling of the Harrisburg, 
Pa., agency was named agency assistant. 
W. E. Price was named director of un- 
derwriting and selection; John A. Free- 
man, senior underwriter; William F. 
Stenten, manager of personnel; H. S. 
McNabb, manager of valuation; V. C. 
Cheuvront, manager of tabulating, and 
John S. Alden, manager of accounting. 


Chicago Congress Speakers 


Charles J. Zimmerman, associate 
managing director of Life Insurance 
Agency Management Assn., and Cor- 
nelius Scheid, New York Life, Cleve- 
land, will address the sales congress 
of the Chicago Assn. of Life Under- 
writers on April 1. The meeting will run 
from 9 A.M. through 4 P.M. 

Howard English, manager of Bank- 
ers Life of Nebraska, will address the 
Chicago women at a luncheon on March 
8. 
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Begin to Move cnt 
TDB in N. Y. 


Department Approves 
Two Basic Forms; 
Another O.K. Required 


NEW YORK — The insurance de- 
partment has released two basic forms 
for minimum statutory benefits under 
the non-occupational compensation dis- 
ability law and a rider to enable writing 
of benefits greater than those required 
by statute. These were released this 
week, and carriers may now at least pro- 
ceed with getting their forms okayed by 
the insurance department — the regular 
procedure of filing two copies with the 
department at Albany. 

However, the forms must also be sub- 
mitted to the chairman of the work- 
men’s compensation board, Miss Mary 
Donlon, and this procedure is to be 
sent out to insurers by her department. 

The insurance department requirement 
is that insurer’s identifying form number 
be on the policies, riders, endorsements 
and applications, and these must include 
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the letters “DBL.” Forms must be ac- 
companied by rates, rules and classifi- 
cations of risks and commission sched- 
ules. ‘ 

Supporting data must accompany 
these filings “to the extent available,” 
but in any event they must be (1) a 
statement of the statistical base of as- 
sumptions used in arriving at rates, (2) 
estimate by an actuary of incurred loss 
ratio as a percentage of earned pre- 
miums including assessments for dis- 
abled unemployed, (3) and an estimate 
of the ratio of incurred administration 
and operating expenses as a percentage 
of earned premiums separated as be- 
tween first year and renewal. 

The two forms, which are not man- 
datory but, to preserve flexibility, are 
to be used as working guides by com- 
panies in preparing policies, consist of 
advisory form A, to meet minimum re- 
quirements, following the style of lia- 
bility and workmen’s compensation pol- 
icies, and advisory form B, which fol- 
lows the policy style used by group 
accident and health companies. 

Insurers writing workmen’s compen- 
sation have sought a rider or endorse- 
ment which could be used with the w.c. 
policy; other carriers have asked for 
riders which can be used on A. & H. 
contracts. These riders are being con- 
sidered but are not to be released now. 





The Character of a Company is 
Reflected in the Character 
of its Achievements 


The Security Mutual Life Insurance Company in issuing its 55th Annual 
Statement offers concrete evidence a 


FIFTY-FIFTH ANNUAL STATEMENT 
December 31, 1949 


its strong financial position. 





in net costs to our policyholders. 


ASSETS 

Dene i SN AND TIS So 6 oS 8 6s Soe he ones G05 49954 SSR SERE $ 417,570.34 
ND NAN bree SEE oS ho de ha Tt) v he ions andimawadectaber Coty 9,677,424.06 

iy SINS 50 ioo o 'baie sieeve ade ewe speriesice Qe $3,290,067.50 

PY hens e-sants Puhed toletwata nines See 3,563,034.35 

State, Municipal & Province....................... 1,696,826.87 

|” Bi ape ey CCIE GR ere CASE EER! cyanea tle et 715,314.94 

NO" "CCE OEE TE CLE LR 412,180.40 
ET ECREMG Ss 4:0 Ghee <ip See bp CRORES Oh 6s ed43os CARE ERROR e Ea 767,596.00 

MICS, 1s ics, 6 Es w x's c's SOM SI he och os ode 04% 631,953.50 

SD: Lah 6s we Ma bis:4 a's wea eee Moek 20-0 4-0aim 135,642.50 
OD isn GHD 9:44 RES H G6 SSE SEED 6 5) 45:6 woke Se wees 3,704,820.27 

ee ee ee 238,985.00 

7 Sees ee a eer aa rene 1,030,515.62 

FHA and GI Insured............... 0.0.0 ccc ccc eee 2,435,319.65 
NS OT OE ee See ness 908,632.79 
Accrued Interest on Investments.................. 00000 ccc ceecuecee 95,536.73 
Deferred and unreported pr (Less non-admitted).............. 298,678.58 
OPE i Sea en sh ORE Re og e 45. SR os ot Sea aa-oe sara gidseaes see $15,870,258.77 

LIABILITIES 

i bn ee EE eT Fa en $12,576,179.00 
Policy Benefits on Deposit at Interest and Payable in Installments. ..... 384,595.31 
Claims 

NIN 5:5 VOCS o 50s 64 sib os vow boo oe 56060 0005050406 ease None 

Pe EE IO 50's cine slow ie''s ie Cb sedis a:6.050% Ke bees en Saute 32,397.05 
Premiums Deposited in Advance....................00cce cece eecues 790,138.21 
Dividends for Policyholders............... 0... cece cece cence eeeees 903,155.10 
Other Liabilities— 

(Including Interest paid in advance, accrued taxes and expenses and 

reserve for Retirement Plan.................0cccceeecccccececes 165,987.78 
Surplus & Contingency Funds for added protection of Policyholders.... 1,018,806.32 
pei vcveekousr Sarees te leshels he ebiss sens eswd wen emeeee $15,870,258.77 


Our Company is licensed to transact business in Colorado, Idaho, Kansas, Minne- 
sota, Missouri, Nebraska, North Dakota, Oklahoma, South Dakota, Utah, Washington, 
and has excellent opportunities in these states for career life men to build general 
agencies well supported financially by our Company. 

Located in the healthiest section of the United States our Company has enjoyed 
a most excellent mortality experience, and, being a mutual company, this is reflected 


THE SECURITY MUTUAL LIFE INSURANCE 
COMPANY of LINCOLN, NEBRASKA 














The type forms approved resulted 
from months of deliberation and confer- 
ence of the all-industry forms commit- 
tee, composed of representatives of 
Assn. of Casualty & Surety Cos., Mu- 
tual Insurance Statistical Assn., State 
Insurance Fund, Bureau of Accident & 
Health Underwriters, Health & Acci- 
dent Underwriters Conference, Ameri- 
can Life Convention, Life Insurance 
Assn. of America, New York State 
Assn. of Accident & Health Under- 
writers, and New York state agents and 
brokers, the insurance department and 
the chairman of the workmen’s compen- 
sation board. 


What Form A Provides 


Form A _ provides benefits precisely 
those required under section 204 of the 
law and subject to all of its limita- 
tions and restrictions. 

To the extent that the law establishes 
the procedures to be followed in filing 
and establishing claims, making benefit 
payments, prosecuting contested cases, 
etc., reliance is had on the law and no 
attempt is made to write all of these 
provisions into the policy. Certain pro- 
visions are required by the statute to 
be included and these are all collected 
in a required provisions condition. 

The law, while imposing obligations 
upon the employe as to filing notice 
and proof of disability, contains no re- 
quirement that such notice and proof 
shall be furnished to insurer. Notice of 
disability condition places on the policy- 
holder the contractual obligation to fur- 
nish notice to insurer and also, if a de- 
fense clause is used, to forward to the 
company any summons or process that 
may be served in connection with any 
suit or other proceeding. 


Form B for A. & H. Business 


Form B also is designed to meet 
minimum benefit requirements. It is for 
use where the policyholder is the em- 
ployer or is one of several employers 
listed in the policy. Companies writing 
group insurance have developed special 
forms of policies for other types of pol- 
icyholders and will presumably follow 
the procedures heretofore developed. 

Many companies may wish to use an 
endorsement or rider which will increase 
the amount of the weekly benefit, statu- 
tory duration of benefit payments or 
change or eliminate certain restrictions 
or limitations of the law. Advisory form 
H accomplishes such variations and is 
appropriate for use on any policy form 
providing only the minimum benefits. 

In forms A and B there is a special 
provision relating to employe contribu- 
tions. Under the law employe contribu- 
tions are impressed with a trust and the 
statute provides no profit shall be de- 
rived by any employer. This is to pro- 
tect the contributions made by employes 
so they will be used only for providing 
benefits under the law and so that any 
contributions of employes in excess of 
those required to provide coverage shall 
inure to their benefit. The “special pro- 
vision relating to employe contributions” 
contained in forms A and B meets this 
need. Attention of all insurers is di- 
rected to the fact that this special pro- 
vision must be included in every policy, 
except where the entire cost of insur- 
ance is borne by employer, in which 
case a Clause is to be inserted to that 
effect. 

As to how supplemental benefits such 
as hospital expense, medical expense, 
Blue Cross, etc., may be written on 
groups covering four or more but less 
than 25 lives, the department states that 
insurers may write supplemental cover- 
ages on groups of four or more but less 
than 25 lives and sole proprietors and 
co-partners may be covered with such 
groups. 

To avoid time consuming delays, car- 
riers are requested to refrain from in- 
quiring as to the status of approval 
after forms have been submitted. As 
soon as a policy form has been exam- 
ined and found acceptable, companies 
will be promptly notified. 

Miss Donlon this week sent insurers 
the first disability benefits insurance 


contract bulletin of the compensation 
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board. Forms A, B and H are aceptable 
as announced by the insurance depart. 
ment, except that exact language of 
these advisory forms should be used jn 
the requirement provisions, notice pro- 
visions, notice of disability, cancellation 
employe contributions, assessment 
clauses and defense clause if used. 

If employer pays all, the policy must 
be submitted to the board as an jp- 
dividual policy and employer must post 
and keep up notice to this effect. Ip. 
surer will file with the board in triplj- 
cate proposed policies and designate 
officers or employers empowered to act 
as to forms, clauses, etc. Miss Donlon 
will consider only forms approved by 
the insurance department but she ad- 
vised simultaneous filing for expedition, 
By next week the board will have avail- 
able a simple set of actuarial equiva- 
lents to enable insurers to determine 
if benefits in existing or new plans are 
at least as favorable as those required 
by law, which they have to be. 


OASI Is Social But 
Not Insurance 
Says R. D. Murphy 


The true social rather than insurance 
nature of the federal old age survivors 
insurance program should be recognized 
and all retired wage earners. should 
be made eligible for ‘benefits whether 
they have paid taxes or not, Ray D. 
Murphy, executive vice-president and 
actuary of Equitable Society, recently 
told the Pittsburgh Personnel Assn. 
Federal grants-in-aid to states for old 
age assistance should be eliminated, he 
said. 

In suggesting that old age benefits 
be put on a pay as you go basis sup- 
ported by taxing power, he recom- 
mended that the benefits be redeter- 
mined from time to time, not to replace 
private pension plans, but to provide 
as nearly as possible, basic subsistence. 

If federal pensions are made too high 
the increasing number of aged will be 
such a burden that the economy will 
not be able to bear the tax burden in 
the future, he warned. 

Private pension plans should _ be 
adopted by an employer in the light 
of his individual circumstances and not 
on a wholesale, industrywide basis, he 
said. He recommended that, the taxes 
for the pay as you go pension system 
be shared by all business, industry and 
workers. ie 

He said it is time to stop thinking 
of social security as a privately bought 
pension. Current payments provided by 
current taxes would provide a_more 
realistic view of the financial significance 
of a given level of benefits, he asserted. 
Much of the cost of social security 
is now being concealed under old age 
assistance, he said. 


SEC Filing Made 


All-American Casualty of Chicago has 
filed with SEC registration and state- 
ment covering 1 million shares of $1 par 
value common stock to be offered at 
$2. The company was_ incorporated 
under Illinois law. Commission of 10 
cents a share is to be paid to M. A. 
Kern, president, for his services. He 
was president of Alliance Life, recently 
reinsured in Republic National Life. 

Mr. Kern hopes to be able to start 
selling the stock by April 1. He_has 
established headquarters at 30 East 
Adams street, Chicago. For the first 
year or so, he thinks that the company 
will concentrate in the A. & H. field 
although it is set up as a multiple line 
company. L. D. Kern, his brother, who 
is now in Florida, will be vice-president 
and probably will become an_ active 
factor in the business. He had been ill 
for some time, but is now in good shape. 


John Marshall Holcombe, Jr., man- 
aging director of L.I.A.M.A., addressed 
the Hartford Rotary Club on “The His- 
torical Significance of Connecticut”. His 
avocation is American history. 
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Wanted: 
Chicago Agency Manager 


A Truly Unusual Opportunity 


HE man we want does not ordinarily answer want ads. He 

will read and answer this one, however, because he is alert 
to the unusual and aware of an exceptional opportunity when 
he runs into one. 


If you are our man, you are now earning a good income. 
You may be an agent... an assistant manager .. . a super- 
visor . . . or manager for an insurance company. You are a 
man with executive ability, capable of managing and building 
an organization. 


We are one of the oldest and largest midwestern life insur- 
ance companies, with a splendid financial statement, doing 
brokerage, sub-standard business and all types of group insur- 
ance including group pensions. 


We want you for the job of agency manager of a Chicago 
office, with a substantial amount of insurance in force. The 
agency occupies new, modern quarters in the heart of the loop 
insurance area. You will have the privilege of selecting your 
own assistant. And you will be working with a congenial, pro- 
gressive, co-operative group. 


You should be not older than forty-five, with a background 
of urban experience. We prefer a man now resident in Chicago 
or acquainted with this area. 


Write us fully about yourself with the assurance that your 
application will be seen only by the top officers in our organi- 
zation and will be treated in the strictest confidence. Your 
application will be returned if not acceptable. Our men know 


about this ad. 


Address Y-82, The National Underwriter, 175 W. 
Jackson Blvd., Chicago 4, Illinois. 
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11 Sue Union Central for 
Stockholder Dividends 


CINCINNATI—Eleven stockholders 
of Union Central have petitioned the 
common pleas court to require the com- 
pany to declare and distribute to them 
a dividend of $9 a share. They hold 33,- 
570 shares and contend they have $302,- 
130 coming to them. Those bringing suit 
are John W. Patterson, Miss Aletha 
Pattison, Miss Anna W. Pattison, Miss 
Ernestine Pattison, all of Cincinnati; 
Esculene R. Williams of Peoria, IIlI., 
Eli G. Alcorn, III and Robert S. Alcorn, 
Jr., of Dallas, Tex., and Lathrop B. 
Nelson of Lancaster, Pa. 

The group is largely the same as that 
which ‘has been attempting, unsuccess- 
fully, to block the mutualization of 
Union Central. 


Woodson Tells Indianapolis 
Managers to Budget Time 


Self-organization is necessary in 
agency management, B. N. Woodson, 
executive vice-president State Life of 
Indiana, told the Indianapolis managers. 
He said the business is full of men who 
understand it well, but who are un- 
successful because they cannot budget 
their time. 

At the business meeting it was de- 
cided to have a legislative committee 
study the lack of state supervision 
over non-insured pension plans. Since 
failure of these plans would reflect on 
the life insurance business, it was sug- 
gested that they be put under the 
supervision of the commissioner. 








Up Texas Premium Tax 10% 


The special session of the Texas 
legislature has approved an emergency 
tax measure to operate and modernize 
Texas state hospitals and_ special 
schools, that will place an increased 
premium tax of some $1% million on 
all classes of insurance companies. The 
amendment to the omnibus tax meas- 
ure increases the tax revenue from the 
many sources included (insurance pre- 
miums are one item) about 10%. 





Air Discrimination Charges 


NEW YORK — The joint legislative 
committee on insurance will take up 
charges of discrimination against insur- 
ers three weeks after the legislature 
adjourns, according to Sen. W. F. Con- 
don, chairman. Democratic leaders had 
charged companies with discriminating 
against residents of Harlem and other 
sections of New York City on auto- 
mobile, fire, life and other insurance. 





Pioneer Amer. Ups Young 


Cy Young, formerly manager at San 
Antonio, has been appointed superin- 
tendent of agencies by Pioneer Amer- 
ican. 

Mr. Young started in insurance with 
the company as an agent, later going 
with Great American Reserve. He re- 
joined Pioneer American last year. 


Girard Life Sold 
to Group Headed by 
W. A. Blakley, Dallas 


PHILADELPHIA—A contract ha; 
been signed under which stock contro) 
of Girard Life will be acquired by Wj. 
liam A, Blakley of Dallas and his agg. 
ciates. At least 90% of the outstandip 
65,000 shares will be sold for $27.59 , 
share, pursuant to an offer made to qj 
stockholders. Remaining stockholder, 
will have 30 days in which to accept th 


er. 

Mr. Blakley, a Dallas lawyer, is chair. 
man of Guardian International Life ani 
president of Lovefield State Bank 9; 
Dallas. While the complete list of 4j. 
rectors of Girard Life will not be ap. 
nounced until later, Mr. Blakley gai 
they would include, in addition to hin. 
self, Charles W. Windham, who j 
president of Guardian Internation: 
J. B. Tucker, secretary and treasurer oj 
the Dallas company and Ralph Morga 
oc M. S. Maloney, both of Philadg. 
phia. 

President Walter K. Hardt has been 
named vice-chairman; Mr. Windham 
president; George A. Adsit vice-pregj. 
dent, and Mr. Tucker secretary-treasurer. 

Girard Life at Dec. 31, 1948, had $19. 
783,103 assets, $1,025,000 policyholders 
surplus and $46,521,416 insurance jr. 
force. It was founded in 1909. 

Guardian International at Dec. 3), 
1948, had $2,648,933 assets; $377,100 pol- 
icyholders’ surplus; and $10,100,414 jn 
surance in-force. It was founded in 1935 
as Guardian Mutual Life, which was re- 
insured by the present stock company, 
incorporated in 1936. 


Continue Va. Code Work 


RICHMOND — The house of dele- 
gates has passed a bill directing the 
Virginia advisory legislative council to 
continue its revision of the state’s in- 
surance laws. 


Wood Now Vice-President 


National Fidelity Life has appointed 
Kent W. Wood as vice-president in 
charge of A. & H. Mr. Wood joined 
the company in 1946 and has been as- 
sistant secretary. He is a navy veteran, 


Nelson Shifted to N. Y. 











Roy G. Nelson, 
who has been gen- 
eral agent for 
Berkshire Life at 
New Haven, has 
been appointed as- 
sociate general 
agent in the 
Thorne agency in 
New York City. 
He was president 
of the New Haven 
managers and di- 
rector of the life 
underwriters asso- 


ciation. R. G. Nelson 





Two Company Leaders from Same Agency 


Vice-President Le- 
land J. Kalmbach, 
center, of Massachu- 
setts Mutual congrat- 
ulates J. B. Perlman, 
left, and Nathan S. 
Bienstock, both of 
the Keane agency, 
New York City. Mr. 
Perlman led the 
company in group 
for 1949 and Mr. 
Bienstock led in or- 
dinary. The fact that 
both company lead- 
ers were from the 
same agency was rec- 
ognized at a lunch- 
eon held recently. 
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FTC Explains 
Purpose of Inquiry 
to A. & H. Insurers 


WASHINGTON — Insurance ob- 
avers interpret THE NATIONAL UNDER- 
wRITER report that all A. & H. insurers 
have been asked by federal trade com- 
mission to subscribe to its mail order 
surance trade practice rules as_ in- 
ficative of FTC desire to exercise 
wrisdictimn over all accident and health. 

However, some FTC officials say 
they do not expect A. & H. companies 
outside the mail order field to subscribe 
to the rules. 

Henry Miller, chief FTC trade prac- 
tice conference division, said it is not the 
intention to get all such companies to 
subscribe to the rules, and that FTC 
has received a few letters from com- 
panies saying they do no mail order 
business. 

Miller indicated FTC had sent copies 
of the mail order rules, together with a 
return card to be filled out stating the 
recipient will abide by the rules, to all 
companies on the best list the com- 
mission could obtain. FTC officials said, 
however, they know of no list of com- 
panies by types of business they do. 

Some A. & H. companies do both 
agency and mail order business, Mr. 
{Miller said, and possibly some com- 
panies are outside the mail order rules. 





Dr. Hawley Heads 
Health Service, Inc. 


Health Service, Inc., the organization 
et up by Blue Cross to supplement 
benefits provided by individual plans, 


“Phas elected officers preparatory to begin- 


ning operations. 

Dr. Paul R. Hawley, chief executive 
oficer of Blue Cross-Blue Shield com- 
missions, is the president. Other officers 
are: Vice-president, George A. New- 
bury, Buffalo; treasurer, Abraham Ose- 
tof, Pittsburgh; secretary, Richard M. 
Jones, Chicago; and assistant secretary- 
treasurer, Antone G. Singsen, Chicago. 
Robert N. Rose, New York, is executive 
vice-president. All of the officers are 
oficials of local Blue Cross plans. 

Named to the executive committee 
were: Dr. Hawley, Thomas S. Gates, 
Ir, Philadelphia; William S. McNary, 
Detroit; David T. Beals, Kansas City, 
and Stanley Resor, New York 
Health Service was licensed last No- 
vember by the Illinois department with 
200,000 capital and paid in surplus of 
$282,000. Headquarters will be at Chi- 
cago. It will offer uniform enrollment, 
benefits, and administrative regulations 
ior employes and dependents of firms 
operating in the jurisdictions of the 
several Blue Cross plans. 


Many Bills Are 


Enacted in Ga. 


ATLANTA — When the 1949-50 
Georgia legislature recessed after being 
i session for 41 days of its constitution- 
ily limited 70-day session, it had sev- 
tal bills dealing with insurance in va- 
Nous stages of development on its cal- 
‘ndars. It recently reconvened and was 
i session for 29 days, to complete the 
iull legislative term. Several insurance 
bills were enacted and are now approved 
by Gov. Talmadge. 

In February, 1949, a senate joint res- 
dution authorizing the creation of an 
surance code commission was enacted. 
his has now been amended by making 
the expenses of the commission payable 
out of the regular appropriations for the 
msurance department, and _ providing 
that the commission members shall be 
selected and recommended by the insur- 








ace commissioner, for appointment by 
€ governor. Under this amendment, 
he proposed commission will have more 
lime and leeway in which to study and 


XUM 


make its report. 

A new law provides that hereafter in- 
dustrial life companies shall have a min- 
imum of $100,000 capital stock, in lieu 
of existing minimum of $25,000. 

There have been enacted modifications 
of the N.A.I.C. unauthorized insurers 
regulatory bill. 

Another enactment removes the 50 
mile limit of territory in which any hos- 
pitalization corporation could operate, 
plus a few other liberalizing features. 

Another new law sets up and deals 
with non-profit medical and hospital in- 
surance, It was sponsored by the medi- 
cal profession and some of the com- 


panies. And like other non-profit legis- 
lation, it vests supervision of rates, etc., 
in the insurance commissioner. 

Another successful measure authorizes 
group insurance arrangements to be 
made, on a voluntary basis with private 
companies, by employes within any de- 
partment of the state government, along 
with a deduction of their premium from 
payroll deductions. 

There was enacted a bill for a uni- 
form license fee of $300 annually for all 
companies, repealing the several differ- 
ent fees now charged companies under 
different classifications, and for a $10 
annual occupational tax for all company 


and local agents, in lieu of the varying 
fees heretofore charged company agents 
and the $10 tax for each county a local 
agent operated in. It is effective Jan. 1, 
1951. Hereafter agents will operate on a 
state-wide territory basis. 

The insurance department sponsored 
the measure for uniformity and enforce- 
ment reasons, 


Bureau Seminar Postponed 


Developments in the New York situa- 
tion have made necessary postponement 
of the educational seminar scheduled for 
March 1-2 by Bureau of A. & H. Under- 
writers. 
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New Paid Life Insurance 


SUMMARY 


Increase .......... 
Life Insurance In Force.......... 
Increase 
Income From All Sources.................. 
Increase............. 
Admitted Assets.................... 
Increase... 
Policyowners' Surplus .................... 
Increase... ........ 


$ 19,208,368.00 


December 31, 1949 


762,116.00 
202,228,018.00 
8,797,546.00 
9,064,843.48 
271,984.70 
63,697,794.84 
3,705,379.02 
4,893,427.78 
314,175.71 











| Net interest earned exceeded 3°, for the first 
time since 1945. 


Mortgages totaled $25,989,995.70 at the end of 
1949 with an average mortgage of $6,740.14. 


The Company has approved 943 total and per- | 
manent disability claims. Of this number I 11 are 
now drawing benefits. | 





In the past two years $16,122,865.03 of new | 
mortgages were closed by the Company with an | 
| average gross interest of 4.5%. 
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Don't Upgrade i 
Prospecting Unduly, 
Fla. Agents Warned 


Combat the “siren singers of pseudo- 
security” by putting more emphasis on 
“selling to the masses rather than trying 
too much to cater to the classes,” said 
W. Sheffield Owen, director of ordinary 
agencies of Life of Georgia, at the 
“Gator” sales congress at Miami, Or- 
lando and Jacksonville. 
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Mr. Owen said surveys indicate a ten- 
dency on the part of agents to “upgrade 
their prospecting—seeking always to sell 
to individuals in higher income 
brackets.” 

He said the great challenge to the 
agent is whether he is going to continue 
merely to select upward in his prospect- 
ing and to leave the great masses of 
people to find their security elsewhere, 
or whether he is going to be willing to 
offer the stability of private insurance as 
the solution to their personal problems 
of security. 

“The American people are daily given 
the choice of depending upon the gov- 





MORE THAN EVER BEFORE 


you should investigate the advantages of our new 
expansion program for agency building. 


HERE ARE THE BENEFITS FOR YOU 


Complete Protection means more sales for agents. 


° LIFE—ACCIDENT— SICKNESS 
© HOSPITALIZATION — POLIO 


New Finance Plan gives adequate income to the 


new agent. 


Enlarged Training Program for new agents, in- 
cluding two weeks home office school. 


New Direct Mail that really gets results. 


Choice territory available for ten additional gen- 


eral agencies. 
c) 


IF YOU ARE DISTURBED ABOUT YOUR FUTURE 
OUR BUILDERS OF MEN PLAN WILL HELP YOU 


took Ws 


Since 190] 
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LIFE COMPANY 


Omaha, Nebraska 








WANTED 


Man under 40 to manage mortgage loan office of large midwest life 
company. Must have executive and personnel management ability and 
understanding of processing, servicing and accounting phases of mort- 
gage loan business. Salary $7,000 annually. Applicants will please state 
personal history, references, and other qualifications in detail. Our own 
staff knows of this advertisement. Address Y-88, The National Under- 
writer, 175 W. Jackson Blvd., Chicago 4, Ill. 








ernment or depending upon themselves,” 
he said. “We may well be in a race. be- 
tween education and catastrophe. We 
cannot expect people to defend what 
they do not understand. If we expect 
the people whose insurance we program 
and whose estates we analyze to collect 
on the insurance we sell them, we had 
best not neglect the ‘package sale,’ par- 
ticularly the package that provides se- 
curity and freedom in one policy jacket.” 


Schriver Stresses Sense of Humor 


Lester O. Schriver, general agent of 
Aetna Life of Peoria, advised his listen- 
ers to develop a sense of humor, a Ca- 
pacity to think and a realistic attitude 
and willingness to like and serve people. 

Vice-President James E. Rutherford 
of Prudential, former N.A.L.U. executive 
vice-president, emphasized that life in- 
surance is more than paper and ink but 
is a mother’s full-time care, a college 
education, income for retirement, food, 
clothing and rent. 

Bert C. Nelson, Northwestern Mutual, 
Milwaukee, described his prospecting 
methods and stressed the importance of 
activity in community service projects 
in building prestige. 

R. W. De Pau, Jr., Prudential, Miami, 
was chairman of the congress committee. 





Every Agent Should Oppose 
Socialist Propaganda 
with Facts, Osler Says 


R. W. Osler, editor of life publica- 
tions for Rough Notes, told those at- 
tending the Southern Farm Bureau con- 
ference at Memphis that a pattern of 
misinformation is developing that could 
be used as propaganda in a drive to 
socialize life insurance. 

Much Congressional comment on the 
Lynch bill implies that the companies 
dodge taxes, Mr. Osler asserted. The 
NSLI “dividend” propaganda gives the 
appearance that the government can do 
it cheaper. The pattern has been set 
for someone to come along and say on 
the basis of Congressional charges that 
small ‘business is being stifled by the 
fact that life insurance companies cater 
only to big borrowers. 

Mr. Olser urged that life insurance 
agents continuously work to bring out 
the facts in these cases in their daily 
contact. He advised, “Label the Lynch 
bill for what it is: Retroactive taxation 
which, if the principle is established can 
be used on individuals as well as life 
insurance companies. Point out that the 
NSLI insurance fund has never paid 
but 17% of the death claims on NSLI 
policies and that 83% have ‘been paid 
from taxes, so that the so-called divi- 
dened is merely a round-about tax hand- 
out. Point out that companies do make 
loans to small business when small busi- 
ness applies and that many a_ policy 
loan is to someone for the very purpose 
of financing a small business of his 
own.” 





Benson Heads Card for 
Okla. City Congress Mar. 24 


The Oklahoma City sales congress 
March 24, during the week of the mid- 
year meeting of N.A.L.U., will have as 
speakers Judd C. Benson, president of 
N.A.L.U., Grant Taggart, California- 
Western States Life, Cowley, Wyo.; L. 
Mortimer Buckley, general agent of New 
England Mutual at Dallas; Gordon D. 
McKinney, N.A.L.U. actuary; and Harry 
Syphus, general agent Beneficial Life 
at Salt Lake City. 


Franklin March Drive Aims 
for $800 Million In-Force 


Franklin Life is celebrating its 56th 





anniversary this month with a sales con- _ 


test aimed at reaching the $800 million 
in-force mark, which is part of the pro- 
gram to reach billion dollar stature by 
the middle of 1951. The campaign is 
patterned after the “Golden Gloves” 
boxing matches. 


Marginal Notes Explain 
Company Figures to L 


Union Mutual Life has put out i, 
report to policyholders on a sheet with 
wide margins in which are commen. 
by President R. E. Irish on the varioy, 
items. These notes explain what th, 
entries are for, in language that a fy. 
man has no difficulty understanding 
Under each 1949 entry there js, ;, 
smaller letters, in ‘blue type the corte. 
sponding items as of a year earlier. 








SLEUTH HANDS QUARRY 
$50,000 AFTER 3-YEAR HUNT 


—that’s the headline which ap- 
peared recently in newspapers about 
Martin Olson who forgot, so the 
story reads, that back in 1896 he 
invested $20,000 in a policy pay- 
able in 50 years. We ran the story 
in our Feb. 4 issue of Weekly News 
Review Digest with this footnote: 
Will the company involved in this 
case please pass the details along 
to us? 


In response, Carl V. Cefola, Diree- 
tor of Publicity, Mutual Life of 
New York, wrote us, “Mr. Olson is 
a policyholder in this company. He 
purchased the policy when he was 
31 years old.’ The letter gave full 
details of the case. While the facts 
vary considerably from the news- 
paper story, they are nonetheless 
interesting and unusual. That is 
why subscribers to Weekly News 
Review Digest were able to read 
Mr. Cefola’s letter in full. 


If trade journals pile up on your 
desk unread, don’t worry about it. 
Simply enter your subscription to 
R & R’s Weekly News Review 
Digest. Reading the Weekly News 
Review Digest is regarded as the 
quickest, easiest way known for 
keeping up with everything of im- 
portance that goes on in the indus- 
try, for in that publication — 


FORTY HOURS OF OUR READ- 
ING TIME IS CONDENSED TO 
TWENTY MINUTES OF YOURS 





PAUL SPEICHER 





President 


THE INSURANCE 


RESEARCH & REVIEW SERVICE 


INDIANAPOLIS 











AVAILABLE 


Life, Accident, Health and Hos- 
ital Insurance Company—doing 
Sade in Illinois. 


Has approximately 28,000 polis 
holders, of which 10,000 are li 
policyholders. 


Writing approximately 1000 new 
applications monthly. 


Now being operated on a profit- 
able basis. 


Address Y89 
The National Underwriter, 175 
W. Jackson Blvd., Chicago 4, Ill. 


— 














March 3, 1 
Tipping 
Provider 


The York 
Provident ] 
bined 


Mr. Tipp 
York. John 
eral agent 
to personal 

Mr. Tipp 
jn 1931. He 


New En 
Makes § 


New En 
pointed He 
at Indianay 
agent for In 
insurance a 
ing navy se 
Ky. as dist 
of the life u 


West Ce 
Dividenc 
West Coz 
tal to $1 mi 
of unassign 
of a 100% 
shareholder. 
stock is iss 
add 200,000 
standing. 


Associat 


Henry G 
witz have 
Ranni agen¢ 
ami as assi 
pervisor, reé 
been with 
York City. 
of the Milli 
has been w 
Mr. Horow 
organization 
New York 
ris. 


De Gom« 


Victor de 
Guarantee } 
second time, 
500. He pre 
1947. Runn 
Portland, C 
Neb., was th 


Connectict 
certificates f 
during 1949 
Cleveland; t 
City, and _ tk 
dianapolis. ° 
tive year thz 
won an awa! 


Progressiv 
been orderec 
lations boar« 
agents from 
and to with 
United Insut 
as the barg: 
employes. 


Named 





R. C. Fisc! 


He is an arr 














Ww 














March 3, 1950 


‘LIFE INSURANCE EDITION 











9 











————— 
———= 


Tipping Takes Charge of 2 
Provident Mutual Agencies 


The York and Harrisburg agencies of 
Provident Mutual Life have been com- 
hined to form Central Pennsylvania 
agency, with Ralph W. Tipping as gen- 
eral agent for both cities. 

Mr. Tipping has been general agent at 
York. John J. Gallagher, formerly gen- 
eral agent at Harrisburg, will return 
to personal production at Camden, N. J. 

Mr. Tipping joined Provident Mutual 
in 1931. He is a navy veteran. 


New England Mutual Life 
Makes Smith Indiana G. A. 


New England Mutual Life has ap- 
pointed Hastings A. Smith, manager 
at Indianapolis since 1948, as general 
agent for Indiana. Mr, Smith entered life 
insurance at Louisville in 1932. Follow- 
ing navy service he went to Lexington, 
Ky. as district agent. He was president 
of the life underwriters association there. 


West Coast Issues 108% 
Dividend, Doubles Capital 


West Coast Life has doubled its capi- 
tal to $1 million and will divert $500,000 
of unassigned surplus into the issuance 
of a 100% stock dividend payable to 
shareholders of March 10. The new 
stock is issued at $5 par value and will 
add 200,000 shares to the amount out- 
standing. 





Associates Follow Ranni 


Henry Ginsberg and Bernard Horo- 
witz have joined the newly opened 
Ranni agency of Manhattan Life at Mi- 
ami as assistant general agent and su- 
pervisor, respectively. Both men had 
been with the Ranni agency in New 
York City. Mr. Ginsberg is a member 
of the Million Dollar Round Table and 
has been with the company since 1942. 
Mr. Horowitz thas ‘been with the Ranni 
organization for 13 years. His office in 


New York will be run by his son, Mor- | 


ris. 


De Gomez Leads Again 





| 


Victor de Gomez of Los Angeles led | 
Guarantee Mutual Life in 1949 for the | 


second time, with a production of $450,- 
500. He previously led the company in 
1947, Runner-up was C. W. Croley, 
Portland, Ore. B. G. Ray of Sidney, 
Neb., was third. 





Connecticut General Life will award 


certificates for outstanding achievement | 
during 1949 to the Van Horn agency at | 
Cleveland; the Ward agency at Kansas | 


City, 
dianapolis. 


and the 
This is the second consecu- 


Anderson agency at In- | 


tive year that the Anderson agency has | 


won an award. 





Progressive Life of New Jersey has | 


been ordered by the national labor re- 
lations board to cease discouraging its 
agents from joining the U. O. P. W. A. 
and to withdraw its recognition of the 
United Insurance Representatives Guild 
as the bargaining representative of its 
employes. 





Named Group Supervisor 


Rauland C. 
Fischer of Elgin, 
Ill., has been 
pointed supervisor 
in Massachusetts 
Mutual's Chicago 





fice, managed by 
William Shean. Mr. 
Fischer was with 
Sun Life of Canada 
for two years in 
group. work,. and 
since last October 
has been with’ the 
Valentine insurance 
agency at Elgin. 
He is an army veteran. 


R. C. Fischer 
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Probably unique in the way of a centen- 
nial commemoration feature is National 
Life of Vermont’s equestrian ice statue of 
Dr. Julius Y. Dewey, generally regarded as 
the company’s founder. The statue stands 
near the main entrance of the home office. 
It is the work of Stephen Johnson, Dart- 
mouth senior. 


Ga. Caravan Draws 
Big Attendance 


ATLANTA —Nearly 1,000 attended 
the Georgia Life Underwriters associa- 
tion sales congress here. The caravan 
_ visited Macon, Albany and Colum- 


WwW. T. Earls, Cincinnati general agent 
of Connecticut Mutual, said business 
insurance holds great possibilities for 
development of business. He stated 
that in a survey of 22,000 firms it was 
shown that 72% reported no life insur- 
ance salesman had ever endeavored to 
sell the firm such insurance. In another 
survey 1,500,000 small business concerns 
showed 64% of them had never been ap- 
proached on the subject of insurance. 

B. N. Woodson, executive vice-presi- 
dent of State Life of Indiana, stressed 
the importance of life insurance in busi- 
ness and urged agents to “acquire a 
broader conception of the fundamental 
usefulness of life insurance in our com- 
plex modern economic business sys- 
tem.” 





Paul Green was moderator at a dis- 
cussion during a luncheon meeting Mon- 
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$1.00 of liabilities, 


more than $1.11 


in assets. 


Continental 


Assurance Company 


Chicago 4, Illinois 





Associates: 


Continental Companies Building 


Continental Casualty Company 
e Transportation Insurance Company 





. at the end of 1948, for each 


Continental Assurance held 


day of Seattle Life Managers Assn. on 
“Who is Going to Finance this Prospec- 
tive Agent and How?” 


ALC, LIA Name 
Joint Committees 


American Life Convention and Life 
Insurance Assn. of. America have an- 
nounced their 1950 joint committees. 
Chairmen are as follows: 

Aviation, James E. Hoskins, actuary 
Travelers; blanks, John S. Thompson, 
president Mutual Benefit Life; federal 
income taxation of life companies, A. 
J. McAndless, president Lincoln Na- 
tional; group insurance, C. Manton Ed- 
dy, vice-president and secretary Con- 
necticut General; legislative, Byron K. 
Elliott, executive vice-president John 
Hancock; monetary affairs, George L. 
Harrison, chairman New York Life; 
premium taxation, Warner F. Halde- 
man, associate counsel Penn Mutual: 
social security, M. A. Linton, president 
Provident Mutual; valuation of assets, 
F. W. Hubbell, president Equitable of 
Iowa; withholding and information at 
source, J. J. Magovern, Jr., associate 
counsel Mutual Benefit Life. 
















ORDINARY 
GROUP 
GROUP PERMANENT 











10 


HteNATIONAL UNDERWRITER 


March 3, 1939 


— ee 











EDITORIAL 


COMMENT 





Fine Reform Movement at Denver 


THE NATIONAL UNDERWRITER is pleased 
to give increased currency to and speak 
a word of praise for an editorial cap- 
tioned “The Buck and I,” appearing in 
the Jan. 5 edition of Cervi’s Rocky 
Mountain Journal of Denver. In strong 
language the editor denounces the Colo- 
rado law requiring insurance companies 
to publish their financial statements 
four times in any newspaper of general 
circulation published in Denver. 

These publication laws that existed 
in a great many states and that happily 
have disappeared from a number of 
them, are a relic of the dark ages and 
should be done away with wherever 
they now exist. To our recollection 
there has not been such a law put to 
rest since Ernest Palmer succeeded in 
knocking the Illinois law and its pol- 
lution out in 1937. Compliance with 
such laws is costly, it is a nuisance, the 
expense is saddled on the policyholders 
eventually and it constitutes a con- 
tinuing invitation to politicians to try 


' to curry editorial favor by attempting 


to direct where this insurance adver- 
tising should be placed. 

Mr. Cervi states that he intends to 
work for repeal of the law at the next 
Colorado legislature. He stated that 
about 37 years ago, the advertising 
staff of a now defunct daily Denver 
newspaper, “short on dough as well 
as ethics” blackjacked a law through 
the Colorado legislature requiring in- 


surance companies to publish their 
financial statements four times in any 
newspaper of general circulation pub- 
lished in Denver. 

“This useless gravy train has been 
running right on schedule for the Den- 
ver newspapers since 1913. You are 
probably familiar with the pages of 
dull and solidly set type which nobody 
reads and for which the insurance com- 
panies pay the going advertising space 
rates.” 

The idea that the ads provide a meas- 
ure of protection to the public is not 
true, he declared. The plan was “cooked 
up” originally to provide a Denver 
newspaper with badly needed revenue. 
“Perhaps it’s naive of us to kick this 
windfall around since we stand to bene- 
fit by it. Anyway, we are against the 
law ‘because it was conceived in dis- 
honesty and for a dishonest purpose. 
We shall suggest to the next Colorado 
legislature that it be repealed. After 
that it is up to the insurance companies. 
We are surprised the insurance com- 
panies have put up with it. Perhaps 
there is a reason why they submit to 
this slugging. If there is, that should 
be investigated, too.” 

We certainly wish Mr. Cervi well in 
this crusade and if and when he gets 
the Colorado law knocked out, he 
would be doing a great service to ride 
his charger into the other states that 
have comparable regulations. 


Racial Cooperation at Los Angeles 


Not only insurance people, but econo- 
mists and sociologists may well take 
notice of something that has developed 
at Los Angeles which could profitably 
serve as a template for similar relation- 
ships elsewhere and in different fields of 
business. It is the story of the licensing 
of Loyal Automobile Insurance Co. of 
Los Angeles, which is owned and oper- 
ated by Negroes for the benefit of those 
Negroes who are unable to secure auto- 


mobile insurance. All the officers are 
Negroes, except the president, who is 
Wendell E. Larson, and then there is 


set up an advisory committee that in- 
cludes Mr. Larson and Harry Perk, Jr., 
a well known local insurance agent, and 
former national committeeman of Na-~ 
tional Assn, of Insurance Agents. 

We wish this company well and we 
feel that this type of racial cooperation 
is something that can be applied effec- 
tively in many fields and in many places. 
Here is an opportunity, not only for ex- 
perienced and disinterested white men to 


guide responsible and intelligent Negro 
leaders in the development of a Negro 
institution that can provide facilities 
for Negroes that are difficult to get else- 
where, but over and beyond that, in 
building a successful Negro institution 
there will be developed job opportunities 
and executive positions for educated and 
competent Negroes. There are needed 
a great many more such opportunities 
in the business world. 

We have long felt that relationships 
of this kind offer the best practical means 
of furnishing stations in business life 
that can satisfy the legitimate aspirations 
of Negroes. It is the kind of project 
that calls for the finest kind of chamber 
of commerce touch. There are relation- 
ships of this kind developing in the 
medical field. They can well be extended 
to banking, to insurance, to merchandis- 
ing and to other business activities. In 
the past, too often, Negroes who have 
had the ambition to launch enterprises 
of their own have lacked the experience 


and have lacked the opportunity to get 
at first hand, the soundest kind of coun- 
sel and they have copied the mistakes 
rather than the virtues of white enter- 
prises. For instance, there were some 
failures in the banking field among Ne- 
groes in the past depression that were 
no worse than failure on the white side, 
but it caused loss of prestige on the part 
of Negro leadership in that field and set 
such a development back many years. 

Success in these inter-racial commer- 
cial enterprises requires a great deal of 


diplomacy, good will and correct objec. 
tives on both sides. There must be on 
the part of the Negro, a sincere desire 
to build permanent institutions on a 
sound basis, and there must be on the 
part of the white advisers, a genuine 
desire to give their very best counsel, 
and with the aim of developing such ex. 
ecutive talent among the Negroes that 
gradually the advisory group can take 
its leave and the Negroes can continye 
entirely on their own and with a sure 
and confident touch. 








PERSONALS 


Robert N. Sine, general agent of Ohio 
State Life at Lafayette, Ind., under- 
went a gall bladder operation a few 
days ago. He is reported to be getting 
along nicely. 


Russell Matthias of the Chicago in- 
surance law firm of Ekern, Meyers & 
Matthias is recuperating at home after 
three weeks in Passavant hospital with 
virus pneumonia. 


Robert O. Bickel, National Life of 
Vermont, Cedar Rapids, who is widely 
known as a speaker on life insurance 
and for his highly original sales promo- 
tion methods, was scheduled to leave 
St. Luke’s hospital in Cedar Rapids this 
‘week. He was hospitalized following a 
heart attack which he suffered on his 
way back from the recent 100th anniver- 
sary celebration of National Life. 


President Dwight L. Clarke of Occi- 
dental Life has been named chairman 
of the southern California American 
Cancer Society drive. 


Miss Martha Wallingford daughter of 
Eldon Wallingford of Life Insurance 
Assn. of America and Mrs. Walling- 
ford, and Robert Gleason are being mar- 
ried at the Wallingford’s residence at 
Larchmont, N. Y., this week. 


Dr. Harry W. Dingman, vice-presi- 
dent Continental Assurance, and Mrs. 
Dingman are on a combination business 
and pleasure trip to California. In com- 
pany with Ellis P. Schmidt, vice-presi- 
dent, and John T. Grant, superintendent 
of agents, Pacific Coast department, Dr. 
Dingman is visiting all the agencies of 
the company in the state. 











L. Kent Babcock, Jr., general agent 
for Aetna Life at New Haven, sponsored 
a luncheon which honored his leading 
agents. 


Douglas O. Brooks, general agent for 
Provident Mutual Life at St. Louis, has 
moved his office to suburban Clayton. 


Vernon Brown of Tiffin, O., leading 
producer of Ohio State Life for 1949, 
led the company during January. The 
Marion, O., agency was first among the 
agencies. 


Atlantic Life has subscribed $7,500 to 
the Richmond Memorial hospital build- 
ing fund to establish the director’s office 
in the radiology department. 

Provident Mutual Life is acting as 
host for a town meeting program of 
Special Libraries Council of Philadel- 
phia March 3. 


Bar Insurance Section 
Council Meets at Chicago 


Some 38 officers, council members and 
committee chairman were present at a 
one day meeting of the council of the 
insurance section of the American Bar 
Assn. at the Edgewater Beach hotel in 
Chicago. The session was devoted 
chiefly to plans for the annual meeting 
of the section during the A.B.A. con- 
vention next September in Washington, 
From the point of attendance, the 
council meeting was the best that has 
been held. The roster was complete ex- 
cept for two committee heads. 

Ralph J. Kastner, American Life Con- 
vention, secretary of the section, re- 
ported that the dues paying membership 
has reached 3,700. John F. Handy, gen- 
eral counsel of Massachusetts Mutual 
Life, section chairman, presided. 


N. C. Hearings Called 
On Auto Finance Cover 


Commissioner Cheek of North Caro- 
lina has called a hearing for March 16 of 
all persons interested in the field of pro- 
viding life and accident and health in- 
surance on the lives of automobile pur- 
chasers in connection with automobile 
finance deals. 


Dickey Seeks Second Term 


Commissioner Dickey of Oklahoma 
has announced his candidacy to succeed 
himself on the Democratic ticket. He 
was appointed in 1946 to succeed the 
late Jess G. Read and was elected that 
year for a four-year term. He lost his 
right arm while’ serving with the 
marines in the Pacific theater. 











. 


Accountants Plan Rally 


Directors of Insurance Accounting & 
Statistical Assn., meeting at Chicago, 
put finishing touches on some of the 
plans for the annual meeting of the 
organization at Hotel Statler, Boston, 
May 10-13. It was decided that John 
Stuart, Texas Employers Insurance 
Assn., president of I.A.S.A., will call 
the opening general session to order 
the morning of May 10 in the auditorium 
of John Hancock Mutual Life. F. W. 
Campbell, John Hancock Mutual, is 
chairman ot the Boston committee. 


New D. C. Insurance Unit 


WASHINGTON — A subcommittee 
on insurance, banking and public utili- 
ties, of the Senate committee on Dis- 
trict of Columbia, has been organized, 
with Senator Frear, Delaware, chairman. 
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sro. fing, in which field he had a national 
6 of | eputation. For many years he and 
yro- [Chairman W. T. Grant of B.M.A. had 
“jn qoeen close friends. 


at Madison. For the past few years he 
was with the Rural Mutual Casualty of 
Madison as accountant. 

FRANK HEPPENSTALL, who retired 


$5,000 — 20-year plan 
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: Sun Life of Canada has appointed three vice-presidents. They are from left, A. M. ae Minar ane - ® 

has Campbell, who becomes vice-president and actuary; F. J. Cunningham, vice-president Guardian Mor tgage Cancellation Plan. - 
€*- | ind secretary; and J. A. McAllister, vice-president and director of agencies. All three 
‘on. [darted in insurance with Sun Life and Messrs. Campbell and Cunningham are Fel- po ‘4 ; . 
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tual DEATHS Life until 1921, and then became audi- 

tor for the old Inter-State Exchange, balance on the mortgage decreases from year to year, 

JESSE C. NICHOLS, 69. a direct Milwaukee auto insurer, egg sng serv- : 

. , 69, a director ing as assistant secretary, office man- a Ser " — a . 
Business Men’s Assurance, died. He aver and treasurer. He was with the so the policyholder never pays for more protection 
was a prominent Kansas City real Wisconsin department as a liquidator of 
state man and authority on city plan- companies at Milwaukee and after 1936 than he needs. 
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i Statements Show —uick Cash Value Key . ‘7 
the ; R It One question that is going to be asked 10 years 3,111 3,200 
frequently in the new age of group pen- 
ompany ttesults sions is “How much cash value does my 15 years 1,749 1,800 
(CONTINUED FROM PAGE 3) policy have?” One agent suggests use ’ 
eral income taxes of about $1,990,000 Of a rule of thumb that provides a close 20 years 0 1,000 


approximation of the correct answer— 
net premiums times the numbers of 
years paid less one-half of one year. 


What G.A.s Put Up With 


Not long ago a general agent who is 
only a little over 40 suggested to one 
of his brasher young men the time had 
come to do some joint work. The young 
agent’s response was disconcerting. If 
the general agent didn’t mind, he said, 
he thought the G.A. was a little too old 
to work with. It would not create quite 
the right impression on his prospects. 

The G.A. sent him out with a less 
venerable co-worker. 


y & for 1947-49. Surplus is $37,976,274 as 
ago, fgainst $39,659,581, reflecting the impact 
the Jithese recent tax developments. 








And the rates are LOW. For example, 


ton. WEST COAST LIFE 
ince | West Coast Life chalked _up gains in 
call [49 in every department. New life in- 
rder [ance amounted to $38,426,604 com- 
ium fated with $33,468,748 in 1948. Group 
Ww. }'¢ amounted to $16,764,000 as com- 
pared to 1948 group business of $10,059,- 
0. A. & H. premiums were $542,272 
fompared with $445,387 in 1948, 

Life insurance in-force rose $24,502,- 
7 #0 reaching $226,206,775, including $56,- 
ittee 7,400 of group life. The net yield after 
itili- vestment expenses increased from 3% 
Dis- 3.03% during 1949. Total income for 
zed, Whe year was $8,718,112; total resources 
nan. #ithe company increased to $45,858,655. 
aa |'¢ capital, surplus and unassigned con- 
—— gency reserve amounted to $3,076,412 
on # Compared to $2,670,530 in 1948. 


a man aged 30 can get the plan illustrated 


for an annual premium of only 


$34.06 





Minimum amount issued— 


$5,000 





Insurance Rewards Faithful 


A new use for life insurance has been 
found in Chicago where William J. Cow- 
ley, 41st ward Democratic committee- 
man, is presenting all of his precinct 
captains with a gift of $300 worth of 
term life insurance on their lives. J. M. 
Arvey, Democratic county chairman, is 
having the plan analyzed with a view 





2704 WNITED BENEFIT LIFE 
Vice’ United Benefit Life’s total assets at 


urth Be, 31 were $119,435,819, up $18,799,- 
BM. Insurance in force is $734,861,192. 
— filicyholders surplus is $10,446,872, 
vices Mich includes a $500,000 voluntary re- 
ve for contingencies. Policy reserves 
ls surplus to policyholders total $112,- 
071, up 22%. Principal asset items 
31de- Ft $73,048,207 in bonds, $14,375,829 in 
ortgages, $10,779,025 in stocks, $7,265,- 
sids.. Hin real estate and $4,670,872 in cash. 
tw business was $134,070,028 as 
anst $161,695,910. 


toward extending it to other divisions of 
the Democratic organization in Chicago. 





Salary: 200 x Age 


Averages are not always particularly 
useful because they describe something 
that does not exist except in theory, but 
we liked the one of the company that 
found its average policyholder was 37% 
years old, had two children, and earned 
200 times his age. 
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For Depeniiable Seraics Up to-Date Facilities 


All Life, Endowment and Annuity Plans 





Favorable Par and Non-Par rates 


Standard and Sub-Standard risks 


You 
can’t do 
better 
than 


consult 


Pension Trusts — with Life Insurance or 100% on 
Deferred Annuities 


Mortgage Redemption Plans — geared to F.H.A. 


Family Income to Age 65 — also regular 10, 15 and 
20-year F.1.B. 


Facilities for handling large cases 
Insurance on Selected Diabetics 


Juvenile Insurance on all regular plans (full benefit 
at age 3) Death and Disability Benefit on parent 


Foreign Travel and Foreign Residence Coverage 


LOW TERM RATES on 1, 5, 10, 15-Year and 





5-Year Renewable and Convertible Term Plans 
THE 


MANUFACTURERS 
INSURANCE Li FE COMPANY 


SEAS @errtcs e TORONTO, CANABA 


INSURANCE IN FORCE 1,185 MILLION DOLLARS 
(Including Deferred Annuities) 
ASSETS 378 MILLION DOLLARS 














Liberal First Year 
Commissions. 











Vested Renewals 
Unsurpassed. 





Bonus on 
Quality Business. 
4. Personalized 

Home Office Service. 


Attractive Retirement 


‘ Plan. 


5. 


Openings in Virginia, West Virginia, 

North Carolina, South Carolina, 

Tennessee and Alabama. For information write: 
E. DUDLEY COLHOUN, Director of Agencies. 


INSURANCE COMPANY, INC. 


, name had been reserved previously, 


COMPANIES 


Several Hundred at Ind. 
Farm Bureau Open House 


Several hundred guests and well- 
wishers, including officials of the Indiana 
and Texas departments, attended the 
open house of the Indiana Farm Bureau 
insurance companies, held to display 
their new offices in Indianapolis. Aiding 
in the dedication of the building was 
Gov. Schricker. 

This is the third time in three years 
that it has been necessary for the com- 
pany to move to a new building to find 
room for its expanding operations. Of 
the new building’s 12 floors, the com- 
pany will start out occupying five. Ad- 
ditional floors are expected to be oc- 
cupied in the future. 

Hassil E. Schenck, president of the 
Hoosier Farm Bureau Life and the 
Farm Bureau Mutual of Indiana, and 
J. J. Rosebrough, general manager of 
both companies, presided over the open 
house. 








/Now a Mutual Life Co. 


Ministers Life & Casualty Union of 
Minneapolis has been converted into a 
mutual life company, its charter pro- 
viding also for A. & H. and related 
coverages. The company has operated 
on a full legal reserve basis since it be- 
gan writing life insurance in 1924. 

In line with life company nomen- 
clature, Mell W. Hobart, who as secre- 
tary thas been executive officer, now 
becomes president and Rev. W. J. Bell, 
formerly president, becomes chairman. 
O. R. Tripp becomes vice-president and 


| treasurer. 


The company’s assets are $8,200,188, 


| with surplus of $1,711,622 


‘Provident, N. D., to Build 





Provident Life of Bismarck, N. D., 
will build a new home office building 
two blocks from the present location. 


Sterling Enters Utah 


Sterling has been licensed in Utah to 
write life and disability. Sterling’s pro- 
gram of agency operation has now 
been extended to 20 states. 








The California department has grant- 
ed a rereservation of the name May- 
flower Life & Casualty for a company 
to be organized at Los Angeles. The 
but 


the reservation expired by statute. 








Equitable Society Agents 
Cancel Pittsburgh Meeting 


The Feb. 24 meeting at Pittsburgh of 
the Chicago and New York groups of 
agents of Equitable Society, was can- 
celled. It was originally scheduled to 
attempt a merger of the two groups. 
The New York group says that the 
meeting was called off because the Chi- 
cago organization held membership 
open to unit managers and had a mini- 
mum production requirement. The New 
York group wants membership re- 
stricted to commission agents only, with 
no production minimum. A meeting was 
scheduled March 1 between representa- 
tives of the New York group and home 
office officials at the home office. 


New Edition of Mich. Code 


LANSING, MICH. — An improved 
edition of the Michigan insurance code 
has been sent to the printers and will 
be available for distribution about 
April 1. It contains all amendatory leg- 
islation through the 1949 legislative ses- 
sion. 

The department has an appropriation 
to finance a much more complete and 
elaborate edition, which not only will be 
adequately indexed but will be tied into 
attorney general's rulings, the state ad- 
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ministrative code and pertinent cour; 
decisions. 


Ill. Department Changes 


Shreve C. Badger has been appointed 
head of the tax division of the Iinojs 
insurance department as well as chief oj 
the securities division. 

James U. Cullen, former head of the 
tax division, is named supervisor of the 
policy examination branch. 


2,554,000 Getting $627 
Million a Year from OAS] 


WASHINGTON — Social Secur. 
ity Commissioner Altmeyer in his 
annual report stated that $627 mil. 
lion was paid out by the govern. 
ment under the OASI program dur- 
ing the fiscal year ended June 30, 
1949. On that date 2,554,000 persons 
were drawing such benefits, 

Altmeyer renewed his recommen. 
dation for wider OASI coverage 
and increased benefits also disability 
coverage. 











amine” 


FOUR ANSWERS 
forthe AMBITIOUS 


QUALITY COMPANY ... 


top rated mutual... over half 
century service ... over three 
hundred millions insurance... 
over one hundred million of 
of assets... over eight million 
in surplus .. one of the very 
lowest net cost positions... full 
level premium reserve basis... 
modern... zero to age 65... 
streamlined policies . . sub 
standard facilities . . . direct 
home office collection of pre- 
miums. 





QUALITY COMPENSATION 
very unusual, and well vested 
General Agents contract ... 
generous and attractive for the 
career life underwriter... with 
extra automatic financing com- 
missions... pays well for qual- 
ity men and General Agents. . 
a fine pension plan. 





QUALITY TRAINING . .-. 


two week home office schools, 
refresher schools, for career 
men...constant group training 
for both young and veteran 
General Agents... in selection 
-- recruiting .. training 
and supervision techniques. 





QUALITY TERRITORY... 


often possible for the ambitious 
life underwriter who wants to 
build two or three quality men, 
or more, right in his own terri- 
tory. 


CENTRAL LIFE 


ASSURANCE SOCIETY 


MUTUAIL IOWA 


DES WMOINES 
1950 


1896 


J ROM EVERY A 








SOUND—SAFE— REAL ESTATE—LOANS. 


San Francisco & Oakland, California Area 
Inquiries Invited — Complete ‘Service 


A. J; BOCK CO. 
MORTGAGE BROKERS 





345 Franklin 2. San Francisco 2, Calif. 
Hemlock 1-6273 


—_, 
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ACCIDENT 


Downey Calls First Parley 
on Minimum Benefit Rules 


Commissioner Downey of California 
has called the first preliminary confer- 
ence on the regulations which he will 
issue to implement the new A. & 
minimum benefits law of that state 
March 21 at Los Angeles. The law gives 
the commissioner wide discretion in re- 
gard to the regulations so that they are 
in a way more important to the compa- 
nies than the law itself. Formal hear- 
ings are expected to be held later. The 
regulations must be issued prior to July 
1 as all new policies submitted for ap- 
proval after that date must conform to 
them. However, policies now ig ay 
may continue to be used until Jan. 1, 
1951. 

H. & A. Underwriters Conference and 
Bureau of A. & H. Underwriters have 
been asked to have representatives at 
the preliminary conference. Individual 
companies may have representatives if 
they desire but it is expected that most 
of them will be represented by the two 
organizations. 





Speakers Are Announced for 
Buffalo Sales Congress 


Buffalo Assn. of A. & H. Underwriters 
has changed the date of its sales con- 
gress to March 17. It will be an all- 
day affair starting at 10 a.m. It is ex- 
pected to wind the program up about 
4 pm. and after that there will be a 
cocktail party sponsored by the Gen- 
eral Agents. 


Speakers on the program include 
Car! A. Ernst, North American Life & 
Casualty, St. Paul, treasurer Interna- 


tional association; Sidney Fields, Mas- 
sachusetts Indemnity, Cleveland, chair- 
man Leading Producers Round Table; 
Morgan O. Doolittle, president Empire 
State Mutual, Jamestown, N. Y.; John 

Liebig, assistant vice- president Con- 
tinental Casualty, Chicago; Alfred W. 
Perkins, vice-president Union Mutual 
Life, Portland, Ore.; Richard Caldwell, 
manager United States Life, Newark, 
past president New Jersey association; 
V. F. Helmbrecht, Buffalo general agent 
United Benefit Life of Omaha; John 
McDonough, sales manager Colonial 
Radio Corp., Buffalo. 


Florida Congress at Tampa 


The mid-winter sales congress of 
Florida Assn. of A. & H. Underwriters 
was held at Tampa, with more than 200 
in attendance. It was sponsored by the 
Tampa association. Earle R. Bennett, 
Provident Life & Accident, Tampa, 
president of the state association, pre- 
sided. 


Speakers included C. B. Stumpf, 
president International association, on 
“None Can Go His Way Alone”; E. H. 
O’Connor, Insurance ‘Economics So- 
ciety, “The Farewell State’; Dr. Ed- 
ward R. Annie, Miami, “American 
Medicine, Can Government Improve 


It?” and John M. McDonald, group 
sales manager of Gulf Life. 

A. Faircloth, Wallace Larson, R. 
McClellan, J. Frank Alexander ‘and 
John Ferlita were on hand to represent 
the Florida department. 


Hear Heart Talk at L. A. 


A. & H. Managers Club of Los. An- 
geles heard Dr. W. C. Cloe, assistant 
medical director of Occidental Life, 
Speak on “Diseases of the Heart.” 

President A. D. Foster “aoe a com- 


mittee to cooperate with H. Un- 
derwriters Assn. in its ‘Se 
campaign. 


The next meeting, March 20, an open 
meeting at which all insurance associa- 
tions interested in disability insurance 
will be represented, is expected to set 
a pattern for cooperation among dis- 
ability insurance men. 


Figures Sedan Campanien Year End ‘Statements Shown 
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Increase Surplus to Ins. in Increase 

Total n Policy- Force Dec. in Ins. 

Assets ange holders 31, 1949 in Force 

$ $ 
American Mutual .......... 39,789,611 1,528,247 2,581,632 133,729,599 8,047,370 
CORCEEO SMU ow coc 0 cck bs esos 5,813,267 1,651,773 870,146 43,206,477 335,556 
Fidelity Union ,...02........ 14,073,279 . 1,614,891 2,000,000 76,582,535 9,535,046 
Great American Reserve 3,266,539 783,572 648,985 41,559,765 8,230,205 
Guarantee Mutual .......... 61,347,141 5,433,204 5,012,694 271,051,708 8,107,860 
Guaranty Income ........... 4,603,487 395,139 100,000 25,920,923 1,527,530 
Guaranty Union ............ 6,406,673 682,655 1,040,895 30,401,182 2,272,230 
GUArGiae «. . fy. «5. Se tee... 18,501,514 17,165,971 7, 832,147,292 43,615,220 
Home Life, Ni. ¥. <..<:¢.«... 15,611,800 9,735,593! 94, 835,819,288 55,794,879 
Homesteaders Life .......... 6,199,069 345,885 486,744 8,758, 948 37,442,359 2,585,862 
Lincoln National ............ 124,478,245 48,121,956 39,659,602 652,729,450  3,487,899,013 288,036,269 
Massachusetts Mutual ...... 1,312,915,311 78,518,688 74,952,829 286,274,474 2,948,495,495 162,607,648 
Midland Mutual ............ 63,697,795 3,705,380 4,593,428 19,208,368 202,228,018 8,797,546 
National Protective ......... 1,576, —460,800 687,239 22,007 3,879,794 —209,488 
Northern Life, Wash. ....... 50,090,553 4,339,442 4,594,655 28,129,801 228,432,481 11,229,966 
Northwestern, Wash. ....... 2,770,979 354,489 421,775 2,108,400 30,183,039 —2,677,818 
Presbyterian Ministers ...... 48,178,799 2,148,706 4,825,000 7,321,877 94,702,648 4,874,568 
Reserve Life, Tex. .......... 10,807,377 7,489,956 1,645,749 20,808,554 23,890,298 17,205,511 
Southern States ............ 5,071,399 1,199,705 1,500,000 3,190,050 23,177,701 2,283,563 
Standard Life, Ind. 9,182,822 1,722,799 913,342 7,088,082 53,346,077 1,331,198 
State Reserve Life .......... 4,804,787 530,232 551,098 6,451,738 34,295,616 3,078,987 
I tt elie ben 6+. 4 6k bucene 2,927,633 568,447 640,650 3,337,468 24,345,190 646,032 
Universal . & Az... 2.66.24. 5,970,667 944,444 400,000 28,308,189 68,704,155 4,712,138 
West Coast Life ............ 45,858,655 2,530,352 3,076,413 40,992,769 226,206,775 24,502,480 
Western & Southern ........ 385,707,088 40,315,710 28,610,566 213,674,558 2,055,213,526 100,904,104 
Western Life, Mont. ........ 38,851,576 4,153,449 3,500,290 31,644,291 176,029,850 17,718,661 
Western ResGrve «06.5. 06005: 6,943,931 797,887 550,891 7,791,466 43,820,580 3,600,129 
FRATERNALS 
Brotherhood R.R. Trainmen.. 50,027,062 2,120,549 528,950 6,531,953 149,373,592 4,083,913 
Czechoslovak Society ........ 9,568,367 614,947 1,268,512 1,971,150 32,494,832 989,771 
Protected Home Circle 16,115,635 583,323 834,482 6,791,128 71,011,525 819,970 
Woodmen of World, Col. 20,536, 819 —1,290,464 765,742 5,125,336 48,585,363 1,992,682 
‘Excludes $2,350,000 contingency reserve for investment fluctuation. 


Prem. 
Income 
1949 
$ 


3,475,592 
1,797,170 
2,010,103 
3,109,463 
8,101,922 
683,707 
1,249,184 
25,528,649 
21,934,116 
1,315,482 
74,513,824 
102,542,552 
5,895,003 
688,737 
7,793,095 
1,040,240 
3,141,726 
13,534,933 
1,344,576 
2,197,665 
800,181 
643,288 
2,275,754 
6,586,812 
61,641,650 
5,737,113 
1,261,950 


11,695,266 
978,480 
1,884,356 
1,468,949 


1 
1 


2,341,194 
342,693 
497,026 

1,223,773 

3,014,234 
181,028 
671,809 

3,127,687 

0,948,863 
516,011 


31,988,771 


6 


4,171,392 


5,146,985 


226,265 


9,208,540 

571,238 
1,203,396 
3,036,807 


Total 
Disburs. 
1949 
$ 
5,445,578 
1,089,257 
1,463,115 
2,716,533 
5,902,258 

525,346 
1,188,599 
23,675,265 
20,846,555 
1,501,132 
52,596,026 
114,790,220 
5,445,553 
1,130,527 
6,796,374 
850,720 
4,077,914 
11,395,302 
786,405 
1,178,670 
490,510 
474,611 
2,014,122 
6,282,681 
41,452,914 
4,162,289 
882,644 


11,386,085 
832,621 
1,895,689 
3,649,491 











HOME OFFICE 
NEWARK, N. J. 





He never 
heard of it... 


Today’s 
Brokers agree that the Modified Life 5 


plan is a “must” in their sales kits. 


During the first five 
premium is only one- 
subsequent rate. At 


’Way back in 1875, when The Prudential 
was founded, our Representatives didn’t 
know about the Modified Life 5 plan. 
They successfully sold the liberal Pru- 
dential policies of that time—but they 
had nothing like this .. . 


years, the 
half of the 
age 30 a 


man can own $5,000 of insur- 


ance and pay only 
nually for the first 


$130.20 thereafter — 


$65.10 an- 
five years, 
less divi- 


dends beginning at the end of 
the second policy year. 


Prudential Representatives and 


A mutual life insurance company 


WESTERN HOME OFFICE 
LOS ANGELES, CALIF. 


THE PRUDENTIAL INSURANCE COMPANY OF AMERICA 
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Sales Ideas and Suggestions 





Proposal in Narrative Form Helps 


Prospect Talk It Over with Wife 


The Chicago Life Underwriters Assn. Mutual, 
wound up its Saturday morning forum 
series with some very usable ideas on 
selling the larger buyer. 

Jack Nussbaum, 


E. Martin, 
Massachusetts 


tual at Dallas, 


Milwaukee, disclosed in detail 
some of the methods he has developed 
for selling business insurance. Stanley 
general agent of State Mu- 


gave his talk on ‘God 
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A WELL-BALANCED COMPANY 
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The 


oo. wWe May compute” 
ROBERT BURNS 


\ Striking a balance to 
determine the true 
picture of a Life Insurance 
Institution requires the 
appraisal of many 
factors each in relation to the other. 


Past achievement, present progress and 
future i geen are among the points 
r consideration. 


Such careful computation will 
reveal that in every respect Fidelity 
is a well-balanced company. 


FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA * PENNSYLVANIA 








and Life Insurance” which was a feature 
of last year’s Million Dollar Round 
Table. He told how he combines reli- 
gion and the practical aspects of sell- 
ing in a highly effective way. 

Philip B. Hobbs, manager Equitable 
Society, presided. 

Like many other agents, Mr. Nuss~ 
baum found that he was able to get his 
prospects hopped up about a business 
insurance idea to the point where the 
man wanted to discuss it with his wife, 
his associates, or his attorney. But the 
story would often lose so much in the 
re-telling that it was fatal to the sale. 
Consequently, in such cases, if Mr. 
Nussbaum can’t be there himself he 
makes sure that the prospect is armed 
with a proposal that is not only under- 
standable but as persuasive and lucid 
as possible. 

Mr. Nussbaum accomplishes this by 
putting all his proposals in narrative 
form. He writes just as if he were talk- 
ing to the prospect. 

To enable his audience to study at 
their leisure the type of narrative pre- 
sentation he uses, Mr. Nussbaum dis- 
tributed mimeographed copies of a 
letter covering case of a doctor who 
was interested in a proposal that he 
arrange, through life insurance, to buy 
out his senior associate’s practice when 
the older doctor should die or retire. 
The proposal is in the form of a letter to 
the doctor-prospect. It starts by pointing 
out that while no man plans to be poor, 
most men have less money at age 65 
than at 25. Among doctors it is not so 
much a question of earning power as 
what to do with the money they earn. 

“You must at all times have a clear 
mind and a steady hand,” the letter 
continues. “Because of this you dare not 
have any unnecessary worries. My idea 
is not a ‘get rich quick’ scheme. It is 
truly a ‘peace of mind plan.’ It assures 
you security for your own retirement 
and at the same time takes care of 
your family in the event you die too 
soon. Based on that premise. I am 
going to outline what I believe to be 
your ultimate objective.” 

The letter then goes on to summarize 
the program—$500 a month for life at 
retirement, income for the family in 
case of the doctor’s death, educational 
insurance, and sufficient cash to pur- 
chase the older doctor’s practice in the 
event of his death, the price being ap- 
proximately $25,000. 


The letter then outlines a proposed 
minimum program, calling for $30,000 
in addition to the $10,000 the doctor 
now owns. This is all plainly set forth 
in layman’s language with short tabula. 
tions to make all the details clear. The 
minimum program, it is contemplated, 
would be supplemented by additional 
insurance over the next five years. If 
it were posible to put the entire plan 
into effect at the doctor’s present age 
of 32, it would cost him about $2,000 
a year. The letter, however, makes it 
clear that Mr. Nussbaum doesn’t want 
his prospect to undertake more than he 
knows he can conveniently carry out. 





FINAL STEP 


The younger doctor’s personal life 
insurance problem being taken care of 
by the minimum program, the letter 
suggests as the final step buying 
of $25,000 of life insurance on the older 
doctor on the 20-payment life plan. 

The letter includes a tabulation show- 
ing that total premiums in 20 years 
would be $23,485 with paid-up additions 
totaling $6,725 or a total of paid-up 
protection of $31,725. This would re- 
sult in a cash value of $18,360.50 plus 
dividend accumulations of $5,333.50 or 
a total cash value in 20 years of $23,694. 

The letter points out that if the older 
doctor were to die in the first year the 
prospect would receive $25,000 for his 
investment of $1,174.25 in annual pre- 
miums. If the older doctor should live 
another 20 years the younger man 
would have paid $23,485 in premiums 
and $25,000 for the older doctor's 
practice for a total of $48,485. The 
life insurance proceeds would be $31, 
725, so that the cost to the younger 
doctor for the $25,000 practice would 
be $16,760. 

If the older doctor should live longer 
than 20 years and the younger man 
is no longer interested in purchasing 
his practice he would have saved $1, 
174.25 a year, which he could use for 
his own benefit as he would get back 
every dollar he put in plus a little 
profit. 

Mr. 





Martin dramatizes his sales talk 
by using three silver dollars. One is 
labeled “Ability, ” the second “Op- 
portunity” and the third “Time.” He 
has no trouble getting the prospect 
to agree that if he had plenty of ability, 
plenty of opportunity and plenty of 
time he could accumulate plenty of 
dollars and thereby be financially suc- 
cessful. 

Nor does he have much trouble 
getting the prospect to admit that he 
has ability and opportunity. Then he 
(CONTINUED ON PAGE 18) 











WHILE PUSHING HIS STALLED CAR OFF. THE HIGH- 
WAY, JESSE B. MATTHEWS, CUYAHOGA FALLS, 
OHIO, WAS STRUCK BY A PASSING CAR. 
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|T PAYS TO WALK AND DRIVE 

CAREFULLY... AND IT PAYS TO 
INSURE WITH MUTUAL <4 

OF OMAHA FOR HOSPITAL 

BILLS AND DISABILITY 
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More than $250,000,000.00 paid 
in benefits 


More than 2,100,000 Policyholders 
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Union of Ark. Names Dorn 


R. Vancort Dorn has been appointed 
manager of Union Life’s district office 
at Albuquerque. He was formely with 
Prudential at Albuquerque. He will be 
in charge of agency development in the 
central New Mexico area. 
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GROWING 
MORE 
USEFUL 


During the past nine years, 
the protection provided 
policyowners and their bene- 
ficiaries by this 79 year old 


company has more than 
doubled. 


This accelerated growth in 
usefulness is due largely to 
the enthusiastic efforts of a 
competent and loyal field 
organization. 


LIFE 


Insurance Company 


of 
VIRGINIA 


Established 1871 
Richmond, Va. 


Robert £. Henley, President 
































YOUR OWN 
GENERAL AGENCY 


A unique and rarely occuring oppor- 
tunity now exists in the agency or- 
ganization of this N. Y. Company. 
If you qualify you will be aided in 
the establishment of your own gen- 
eral agency. Your income will “be 
limited only by your own ability. 
If you feel you are general agency 
material, it may pay you to call or 
write for a convenient interview. 
Your confidence will be rigidly re- 
Spected. Call or write 


Roy A. Foan 
Vice President 


POSTAL 


INSURANCE COMPANY 
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AGENCY CHANGES 








Randall and Snyder in 
Mass. Mutual Field Positions 


State Mutual Life has appointed 
Loane J. Randall as general agent at St. 
Paul and H. Drew Snyder as group 
home office representative for western 
Pennsylvania and West Virginia with 
headquarters in Pittsburgh. 

Mr. Randall succeeds O. G. Holmer 
who after 27 years of service is retiring 





H. D. Snyder L. J. Randall 


as general agent but will continue as a 
personal producer. A lawyer, Mr. Ran- 
dall was with First National Bank of 
Minneapolis before entering insurance. 
He was with the FBI 1941-46. He 
started in life insurance as an agent of 
Mutual Life and last July became its 
assistant manager in Minneapolis. 

Mr. Snyder entered the group busi- 
ness with Aetna Life in 1933 in Milwau- 
kee and became group manager at St. 
Paul in 1937. After army service he 
joined John Hancock’s group depart- 
ment, later becoming group manager at 
Pittsburgh. 


Holm Leaves N. E. Mutual 


Elmer W. Holm, New Eng- 
land Mutual’s manager in Davenport, 
has resigned. Merton E, Sayles, field 
assistant at the home office, is tem- 
porarily in charge. Before joining the 
home office staff Mr. Sayles was with 
the company’s Baltimore agency for 
several years. 


State Farm Ia. Appointments 


Louis Kelehan, Iowa director of the 
State Farm companies, has appointed 
William I. Martin of Davenport and 
W. W. Kitchell of Des Moines as dis- 
trict managers. Mr. Martin has been an 
adjuster and assistant manager of State 
Farm Mutual. Mr. Kitchell formerly 
was with farm security administration 
and joined State Farm Mutual two 
years ago. 


New Bergen County Branch 


John Gruden has been appointed 
manager of Federal Life in Bergen 
county, N. J., with headquarters at Ber- 
genfield. He was formerly assistant 
district manager for John Hancock and 
has been in life insurance work for a 
number of years. 


Blackwell to Indianapolis 


George W. Blackwell, manager at 
South Bend for Western & Southern 
Life since 1944, has been transferred 
to Indianapolis as manager of the east 
side office. 








King Heads New Agency 


Glen C. King will open a new gen- 
eral agency for Massachusetts Protec- 
tive and Paul Revere Life at Billings, 
Mont. He has been with the companies 
at Great Falls. He started in insurance 
in 1946. Previously he had been in 
business in Colorado and was credit 
manager for a tire manufacturer. 








Nenner Speaks at Columbus 


William J. Nenner, general agent of 
Penn Mutual at Cleveland, addressed 
Columbus Life Managers & General 
Agents Assn. on recruiting. 


Th 
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‘TO SECURITY 


A Key to Success 
for 
Equitable of lowa 
Field Underwriters 


Equitable Life of Iowa’s field underwriters have 
enthusiastically endorsed the Key to Security, the 
Company’s new and simplified method of life 
insurance programming. With a professional ap- 


proach that 


is easy to understand, the Key to 


Security clearly defines the prospect’s life in- 
surance program requirements and graphically 
portrays the solution to his estate probleme. 


This new method of programming is consistently 
demonstrating its effectiveness as an aid to career 
life underwriting for Equitable of Iowa field men. 


A three months survey indicates: 
© Highly satisfactory results from the new Key 
to Security direct mail approach. 
@ A better than average ratio of sales per in- 


terview. 


@ 547 Key to Security sales totaling $7,113,543. 
@ An average size policy of more than $13,000. 


Those are four excellent reasons why Equitable 
of Iowa field underwriters know that the Key to 
Security is their Key to Success. 


EQUITABLE 


LIFE INSURANCE 


COMPANY 
Sounded 1867 


of IOWA 


Des Moines 


OVER ONE BILLION LIFE INSURANCE IN FORCE 














Offering — 


REAL COOPERATION 


to men capable of organizing and developing their own Gen- 
eral Agencies. This may be the opportunity you have been 
looking for to grow with one of the fastest-growing life insur- 
ance companies in the United States. | 

Reserve Life offers all standard policy forms, plus Retirement 
Income, Juvenile Education, Mortgage Redemption, etc. Lib- 
eral non-medical limits; sub-standard facilities to 600 per 
cent. Complete tested mailings to help you build your busi- 


ness. 


For full details on what this Company building for the Agency 
has to offer you, write to S. J. Gilbert, Vice President and 
Director of Life Agencies. 


RESERVE LIFE 


INSURANCE COMPANY 


HOME OFFICE: DALLAS, TEXAS 











16 


March 3, 1959 





—.. 





Benson Gives N.A.L.U. Views on ss : 


(CONTINUED FROM PAGE 1) 





Benson if he had been a member of the 
joint social security committee of 1945, 
in which N.A.L.U., the Life Insurance 
Association of America, and the Ameri- 
can Life Convention had been repre- 
sented. Mr. Benson said he had. 

Myers then referred to the joint state- 
ment or report of that group in which 
total and permanent disability coverage 
was favored between ages 55 and 65. 
Was the witness for that now, Myers 
asked. Mr. Benson said no. 

“Why not, what caused you to change 
your mind?” Myers continued. 

Mr. Benson answered that since 1945 
conditions have changed, and a lot has 
been learned, and he and the industry 
now oppose disability coverage. 

This had been indicated earlier in 
testimony of M. Albert Linton, presi- 
dent of Provident Mutual Life, before 
the same committee. 

Mr. Linton, Robert L. Hogg, execu- 
tive vice-president American Life Con- 
vention, and a number of other insur- 
ance representatives attended the hear- 
ing. 

In connection with the changed posi- 
tion of the industry on disability, it is 
expected that its attitude will be clari- 
fied by later presentation to the Senate 
committee. 

Later it was said that while the joint 
committee above referred to disability 
coverage under certain conditions, the 
associations represented did not speci- 
fically adopt its report. 


Mr. Benson stated that any revision 
of the present law should accurately 
describe the system of benefits to be 
provided and set forth those who are 
to receive the benefits. It should not 
create impressions or carry implications 
contrary to the true concepts of the act. 
The benefits provided by the social se- 
curity act are not insurance in the true 
concept of the word, nor as the term 
“insurance” has come to be understood 
by the American public. He advocated 
changing the name of the law to be 
known as the “federal retirement and 
dependents benefit act” to indicate the 
true characteristics of the law. 

The revised social security bill now 
before the Senate offers more and larger 
benefits to each worker but emphasis has 
been placed upon this phase rather than 
upon the increased tax rate that will 
be required to support such a system, 
Mr. Benson added. The small payroll 
tax that employes have been called upon 
to pay has given them a distorted or un- 
informed point of view as to the terrific 
cost of such a program as that suggested 
by the social security board and which 
will have to be borne by future genera- 
tions, he stated. 


Tax Should Be “Pay-as-You-Go” 


Any revision of the present law shouid 
require a “pay as you go” basis of taxa- 
tion and all those who will anticipate the 
benefits of our future social security sys- 
tem should be willing to pay their share 
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... “that’s me, Don Quinn. Back East, | did as well as the next man. 
Had a fine connection with a good company, an excellent clientele, and 
a good income. Two years ago the wife, kids and | spent a month at a 
dude ranch close to a thriving western city. That did it! 

Since the war, millions of folks have moved here, settled down and 
spread their roots. Billions of dollars have been invested in new indus- 


tries, agriculture and manufacturing. 


Opportunities in insurance? They’re going begging! Here, folks 
are friendly, life is full of clean, healthy living with elbow room for every- 
one. For us, the West fulfilled the promise of a NEW way of life.” 

To the Don Quinns’ ard their families . . . qualified men, interested 
in the land of PLENTIFUL living . . . our agency expansion program offers 
genuine, economic security in Western settings of unsurpassed natural 


beauty. 


Why not write us for complete details. 








G. A. L'ESTRANGE 


Vice President and Agency Director 


She CAPITOL LIFE 


INSURANCE COMPANY 


CLARENCE J. DALY, President 





HOME OFFICE - DENVER 


of the taxes to provide those benefits. 
If social security is a good thing, then 
each citizen should benefit from it; and, 
if it is bad “we feel that each citizen 
should be in on the big mistake,” Mr. 
Benson said. 

Mr. Benson warned of the normal 
human desire of top administrators of a 
federal bureau to increase its size, scope 
of activity and responsibility and thus 
its prestige in the eyes of the public. 
There is a segment of our population 
who finds it easy to “let the government 
take care of all of our needs,” he stated. 


Pleads for Small Business 


Mr. Guernsey made a short statement 
to the finance committee in behalf of 
what he called “small business men” in 
the life field, industrial companies, espe- 
cially those providing death, funeral and 
burial benefits. He strongly opposed 
lump sum death benefits under H.R. 
6000 as unnecessary, because private 
companies are doing a good job in that 
field, and suggested that the form of 
social security legislation at this time 
may have material influence toward or 
away from socialism and the welfare 
state. 

Both Mr. Guernsey and W. C. Turpin, 
Bankers Health & Life, Macon, Ga., 
who endorsed the former’s statement, 
said burials in the potter’s field have 
become very rare, in view of expansion 
of industrial coverage among low-in- 
come people. 

At one point in his statement, Mr. 
Benson was questioned by Senator Mil- 
likin about putting social security on a 
pay-as-you-go basis and providing pen- 
sions for all aged persons without regard 
to contributions. Mr. Benson indicated 
opposition to the idea, but added that 
N.A.L.U. is holding its mid-year meet- 
ing in Oklahoma City next month, and 
that while maybe he should not say it, 
if the organization changed its mind, he 
would let the committee know. 

This suggestion aroused considerable 
discussion among insurance observers, 
as indicating N.A.L.U. might change its 
position on this matter. The same sub- 
ject was discussed by Mr. Linton in his 
testimony before the Senate committee, 
and similar ideas have been advanced by 
W. Rulon Williamson, actuary, who 
calls it “social budgeting,” and by vari- 
ous others. 





Treasury's Longe-Range 
Life Tax Proposals Hit 


(CONTINUED FROM PAGE 1) 


companies only would impose an unfair 
competitive burden upon them, many 
of which are new and small, as com- 
pared with mutual companies, he said. 

“If taxed at all,” says a memorandum 
submitted by Mr. Alvord on the treas- 
ury’s proposals to revise estate and gift 
taxes, insurance “should be taxed in the 
same manner as other intangible prop- 
erty to the extent of its cash value. 


Wants Premium Test Dropped 


_ “If the insured retained any of the 
incidents of ownership, the cash value 
should be subject to estate tax. If the 
insured makes a transfer wherein he re- 
tains none of the incidents of ownership, 
the transfer should be subject to gift tax 
at its cash value. The payment-of-pre- 
miums test should be abandoned.” 

The memorandum advocates “insur- 
ance against death taxes”, to be provided 
for by estate-tax-free funds “with which 
to pay the estate tax—either by self-in- 
surance or purchased insurance.” Be- 
cause some taxpayers are not insurable, 
it was suggested that “some form of 
both plans” should be recognized by law, 
leaving the taxpayer to select the best 
form adapted to his own circumstances. 





Alvin Wolff, general agent for Postal 
Life at New York City, has been award- 
ed the president’s trophy for outstanding 
production, the agency plaque for in- 
suring the greatest number of lives and 
the quota plaque for having the greatest 
increase above quota. 








Midland Mutual Promotes 
G. E. Reilly and C. W. Grady 
in Home Office Posts 


G. Emerson Reilly has been advanced 
from associate actuary to actuary and 
Charles W. Gray from auditor to comp- 
troller by Midland Mutual Life. 

Mr. Reilly joined the company in 1935, 





G. E. Reilly Cc. W. Grady 


becoming assistant actuary in 1931 and 
associate actuary in 1946. He is an asso- 
ciate of the Society of Actuaries. 

Mr. Grady joined the company in 1924, 
He was named assistant auditor in 1938 
and auditor in 1942. { 





I, Edward Optekar has been named 
manager of the life and group depart- 
ment of McCloskey & O’Neil general 
insurance agency at Pittsburgh. He for- 
merly was with Bankers Life of Iowa 
and Equitable Society. 


COMPLETE PERSONAL 
INSURANCE COVERAGE 
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Middle Atlantic Actuaries 
Hold Washington Meeting 


Middle Atlantic Actuarial Club met 
at Washington with President Thomas 
y. E. Greville, federal security agency, 
presiding. : 

George E. Immerwahr, Monumental 
Life, spoke on the background of the 
present social security situation. Wil- 
liam W. Fellers, the Wyatt Co., Wash- 
ington, and Eugene A. Rasor, social se- 
curity administration, discussed pro- 
nosed social’security legislation. Edward 
I. Schmuck, general counsel Acacia Mu- 
tal Life, reviewed the history of fed- 
eral income taxation of life companies. 


Name 1949 Award Winners 


New England Mutual Life general 
agencies have named these winners of 
their “most valuable associate” awards 
jor 1949: F. P. McKenney, Jr., Boston; 
C. I. Lytle, Buffalo; J. L. Price, Dallas; 
|. R. Kennedy, Detroit; W. R. Wagner, 
Harrisburg; R. S. House, Hartford; R. 
4, Mills, Los Angeles; R. L. Weid, 


WANT ADS 














WANTED GENERAL AGENTS 


An old line mutual life insurance com- 
pany, offering full life coverage and hos- 
pital and surgical contracts, has openings 
for General Agents in the States of Ohio. 
lowa and Kentucky. 


Liberal contract with liberal allowance for 
training agents. Applicants must have good 
personal production record, and ability to 
work with and train agents. 


All replies strictly confidential. Give age 
and complete background of training and 
experience to Box Y-72, The National Under- 
writer, 175 W. Jackson Blvd., Chicago 4, Ill. 








AGENCY SUPERVISOR 
WANTED 


By large Central Pennsylvania general 
agency of a top Mutual Life Insurance 
Company to replace present supervisor 
being advanced to General Agent. Duties 
primarily in recruiting and training. Ex- 
cellent opportunity. Give age, personal 
background and experience. Correspond- 
ence confidential. Address Y-61, The Na- 
tional Underwriter, 175 W. Jackson Blvd., 
Chicago 4, Illinois. 








ASSISTANT 
TO GENERAL AGENT 


A prominent Detroit life insurance agency 
of a large eastern company desires a man 
with life insurance experience to assist in 
recruiting and training work. A good sal- 
ary plus commissions on personal sales. 
Opportunity to qualify for own agency 
within two years. Give age and back- 
ground. Correspondence confidential. Ad- 
dress Y-84, The National Underwriter, 
175 W. Jackson Blvd., Chicago 4, Ill. 

















ANNOUNCING 
\) years experienced ordinary life underwriting 
~ Personal production over 300,000 annual — 
le of management — Open for change — 
located in State of Georgia. 


Address Y-64 
The National Underwriter 
17S W. Jackson Blvd., Chicago 4, Illinois 








WOULD YOU LIKE TO LIVE IN CALIFORNIA? 


A Multibillion Dollar Company will pay livable 
ty plus New York commission scale to ex- 
Perienced agent who can produce satisfactory 
lume of ordinary insurance. Give age, marital 
status and employment record. Address Y-86, 
The National Underwriter, 175 W. Jackson 
Blvd., Chicago 4, Illinois. 
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Oakland; H. H. Dahlquist, Seattle, and 
C. A. Colby, Topeka. 


United Benefit Advances 
Wagner, Longworth, 3 More 


United Benefit Life has named R. S. 
Wagner and N. M. Longworth, assistant 
vice-president; Richard L. Daly, assist- 
ant treasurer; C. W. Buckman, assistant 
secretary, all of Omaha, and Frank P. 
Hannan, assistant secretary, Council 
Bluffs. 

Mr. Wagner joined United Benefit in 
1931 and since 1947 has been chief un- 
derwriter. Mr. Longworth joined the 
company in 1935 and became assistant 
secretary in 1947. Mr. Daly joined the 
company in 1949, becoming assistant sec- 
retary that year. 

Mr. Buckman has been with United 
Benefit since 1937. He became a super- 
visor in the acturial department in 1941. 
Mr. Hannan joined the company in 1942 
and became assistant chief underwriter 
in 1948. 








McGinness to San Jose; 
Ohio State Shifts 3 Others 


Ohio State Life has appointed C. R. 
McGinness as general agent at San Jose, 
Cal. This is a new agency. The com- 
pany has transferred W. F. Cherry, 
agency assistant at the home office, to 
the Cleveland agency in the same ca- 
pacity. Jack Meeks, supervisor at Cleve- 
land, goes to the home office as agency 
assistant. Kenneth Olbert of the home 
office new ‘business department goes to 
the agency department as agency assist- 
ant. 

Mr. McGinness joined the company 
in 1946 at Gallipolis. 





Cring Made Vice-President 
of Pacific National Life 


Pacific National Life has advanced 
Kenneth W. Cring from superintendent 
of agencies to vice-president. 

Mr. Cring joined the company in 





K. 


W. CRING 

1937 as general agent at Ogden. He 
will continue as_ superintendent of 
agencies. An army veteran, Mr. Cring 
is a past president of the Ogden Assn. 
of Life Underwriters. 





Mass. Mutual Picks “Ad” Ageacy 


In connection with advertising and 
publicity plans for its 100th anniversary 
year in 1951, the Massachusetts Mutual 
has appointed J. Walter Thompson as its 
advertising agency. Plans include na- 
tional magazine advertising. 





Mutual Service Life of St. Paul has 
appointed Kenneth F. Fredine as ac- 
countant. For the last year he has been 
examiner for the Minnesota department 
and before that was in life insurance 
accounting work ip the Twin Cities. 


BANKERS LIFE 
of NEBRASKA 


Too-a lial Company 


On January 1, 1950 Bankers Life of 
Nebraska began operation as a Mutual 
Company thus completing the Mutualiza- 
tion plan begun in January, 1941. 


We believe that as a Mutual Company, 
building upon the strong foundation of 
sound and progressive growth during our 
sixty-three year history, this Company will 
take an increasingly important part in the 
promotion and distribution of the benefits 
of life insurance to the American public. 


HOME OFFICE—LINCOLN 
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—™ future indicates even greater development and earnings 
to the Company and its agents. Keeping ahead of the times 
with unexcelled general agency contracts, competitive rates and 
plans geared to the second half of the century give our men a 
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LEGAL RESERVE FRATERNALS 





Otto Hanson 
Elected Head of 
Ill. Congress 


Otto Hanson, Independent Order of 
Svithiod, was elected president of the 
Illinois Fraternal Congress at its meet- 
ing in Chicago; W. C. Ewan, Fidelity 
Life Assn., as vice-president; Russell H. 
Matthias, of the Chicago law firm of 
Ekern, Meyers & Matthias, secretary; 
and C. J. Del Vecchio, Royal League, 
treasurer. 

Executive committee members are 
Edward D. Brown, Jr., Lutheran Broth- 
erhood; Thomas R. Heaney, Catholic 
Order of Foresters; Miss Mary E. Mc- 
Cullough, Women’s Catholic Order of 
Foresters; William F. Schultz, Aid As- 
sociation for Lutherans; Joseph F. 
Sheen, Standard Life Assn.; Lendon A. 
Knight, Royal Neighbors of America; 
John C. Phillips, Modern Woodmen of 
America, and James V. Krakora, Czech- 
oslovak Society of America. 

The officers and executive committee 
were installed by Fred Johnson of 
Royal League. 

There was a talk by George G. Per- 
rin, general counsel of Modern Wood- 
men, president of National Fraternal 
Congress, who brought greetings from 
the N.F.C. He brought out that Illinois 
ranks second in number of fraternal so- 
cieties licensed in the state, there being 
120 societies with a million certificates 
in force and about $1 billion of insurance 
in force. 

Mr. Perrin also read a _ resolution 
passed by the N.F.C. opposing the pro- 
vision in the pending social security bill 
H.R. 6000 that would place all local 


lodge secretaries and collectors of dues 
or premiums and all other employes 
earning as much as $33.33 a month un- 
der social security. The resolution also 
opposed the socialized medicine pro- 
posal in S.B. 1679. After considerable 
debate the resolution was adopted with 
a few dissenting votes. 

John C. Phillips, Modern Woodmen 
of America, president of the IIlinois 
Congress, introduced Superintendent 
Hershey of the Illinois department who 
made a brief talk. There were two mo- 
tion pictures on insurance subjects. 

Luncheon speaker was Judge Gut- 
knecht of the Chicago municipal court 
on European conditions. 

Mr. Hanson acted as secretary, as 
Mr. Matthias was absent because of ill- 
ness. The delegates voted to send 
flowers to Mr. Matthias, who was con- 
fined to the Passavant hospital with 
virus pneumonia. 

Mr. Knight, reporting for the legis- 
lative committee, said that only one 
piece of Illinois legislation of interest to 
the fraternals was introduced at the 
past session, a law permitting domestic 
societies to pay for pensions for their 
officers and directors. The law gives the 
fraternals the same right in this regard 
as the commercial companies have. 

There followed addresses by Presi- 
dent H. J. Cummings of Minnesota Mu- 
tual on “It’s Time to Sell Security,” and 
by Farrar Neyberry, president of Wood- 
men of the World, Omaha, on “Fra- 
ternity in Action.” 





Moodern Woodmen Displays 
Excellent Figures for 1949 


A $7,138,501 gain in assets for 1949 
brings total assets of Modern Woodmen 
of America to $156,731,100. Bonds com- 








The time-honored piggy-bank system of savings for children has 
been the means of accumulating sizeable funds in many cases. Start- 
ing the savings habit at an early age instills principles of thrift and 
makes an impression that often lasts a lifetime. 


But over and above the piggy bank is the preferred method of 
savings for children available through Life Insurance. 
guaranteed savings and investment plan, Life Insurance eliminates 
the “chance” element in a child’s thrift program. 

Some 70,000 American children are now insured under one of 


Modern Woodmen of America’s Preferred Junior Life Insurance plans. 
We write them from birth to age 16, with full face amount in force at 


six months in most states. 


Providing a 





(Choice territory and attractive contracts for Agents) 


$156,731,000.00 in Assets 





$735,000,000.00 paid in claims 


EST. 1883 


ROCK ISLANO ILLINOTS 








of assets, or $115,984,846. 
total $19,999,985, represent- 
ing 12.8%. Contingency reserves are 
$13,746,675. The ratio of solvency is 
108.86%, up 1.58%. Interest return av- 
eraged 3.89% as against 3.75%. 
Benefits included $11,473,341 in death 
claims and $1,327,823 in cash to policy- 
holders. Total income was $23,102,210, 
and disbursements were $17,090,698. 
New business amounted to $36,500,000, 
and total premium income was $16,325,- 
381. Insurance in force reached $525 
million. 


prise 74% 
Mortgages 


Protected Home Circle 
Had Fine Results in 1949 


Assets of Protected Home Circle jp. 
creased $583,322 in 1949, to reach $1. 
115, 634. Surplus is $834,481, and special 
and contingency reserves are $22,938, 

Benefits to policyholders totaled $1, 
203,395. Insurance in force increase 
$719,970, making the total number 4 
certificates 94,420, and the total ingyr. 
ance in force at the end of the yea 
$71,011,525. 
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Written Presentation Helps Prospec 


Talk It Over with His Wife Effectively 


(CONTINUED FROM PAGE 14) 








tells the prospect there are just two 
ways of getting the necessary time— 
from God and from life insurance. He 
makes the point that the prospect is in 
a pretty weak position with God in 
asking for time when he refuses to 
buy it through life insurance when it 
is available to him. ‘ 

“Tf God is as wise as I think He is, He 
would probably say to you, if He 
answered you at all: 

‘Don’t bother Me with things you 
can handle yourself. You had an op- 
portunity to get the time you need, 
and you wouldn’t take it; you wouldn’t 
buy it at a 30% discount. A man came 
to your office and offered it to you to- 
day. I know he did; I sent him Myself. 
Get off your knees and tell your children 
to pray for something which you will 


permit them to have. I’m helping peopk 
who are helping themselves toward the 
attainment of things they sincerely 
want and need.’” : ; 

Mr. Martin told of talking with a 
wealthy oil man who had converted all 
his large holdings into government 
bonds. He told this man he might con. 
sider himself a success but if his money 
didn’t do what he wanted it to for his 
daughter, “Then I’d say you are a 
failure, 40 years after you are dead. 
Your money will not have done the 
job that you accumulated it to do.” 

Mr. Martin used a racing analogy, 
telling his prospect that it doesn’t mat- 
ter how far a horse may be ahead dur- 
ing the race—it’s at the finish line that 
he reaps the benefit of proper prepara- 
tion. 








Philadelphia Elevates 


Milne to Vice-President 


Philadelphia Life 
has. elected John 
L. Milne vice- 
president and ac- 
tuary. He joined 
the company in 
1946 and has been 
actuary. Previously 
he was actuary for 
Presbyterian Min- 
isters Fund 20 
years and then 
went with Boston 
Mutual as execu- 
tive assistant to 
the president. He 
is a University of 
Pennsylvania graduate. 


Agents Should Pass Quotas 
(CONTINUED FROM PAGE 2) 
through to success. The object of 
financing is to make a profit for the man 
and for the general agent who other- 

wise holds the bag. 

At each session one of the managers 
acts as a reporter and produces a sum- 
mary which starts off the succeeding 
session. Jack Plumb, supervisor of the 
C. W. Campbell agency of Prudential 
in Newark, acted in this capacity at 
the meeting on financing. 


Milwaukee C. L. U. Chapter heard 
Sherburn M. Driessen, Marshall & Ilsley 
Bank, speak on “Personal Balance 
Sheets of a Trust Department”. 





John L. Milne 





Austin (Texas) Life Agency Cashiers 
Assn. heard Andrew Montgomery of the 
Robbins agency talk on public relations. 


North American Life of Canada has 
appointed E. D. Gibb and D. T. Weir 





associate actuaries, and A. R. McCrack- 
en assistant actuary. Messrs. Gibb and 
Weir formerly were assistant actuaries 
and Mr. McCracken a member of the 
actuarial department. 





Equitable Society has appointed Ed. 
ward J. Bohne assistant superintendent 
of policy claims. He has been with the 
claim department since 1933 and has 
been senior claims examiner. He is a 
member of the New York bar. Mr. 
Bohne is secretary of the Eastern Life 
Claims Conference and program chair- 
man for the International Claim Assn, 





Imperial Life of Canada has appointed 
Norman A. Morrison as treasurer and 
Ross A. Perigoe as associate treasurer. 
Both formerly were assistant treasurers. 
Mr. Morrison joined Imperial in 1906 
and Mr. Perigoe in 1926. 








R. C. Neuhaus R. W. Friedner 


Washington National recently appointed 
R. W. Friedner and Roy G. Neuhaus, to 
second vice-presidents. 
been secretary to the executive committee 
since 1947. Mr. Neuhaus has been assistant 
secretary in charge of casualty record: 
since 1944, 


PROTECTED HOME CIRCLE 


A Legal Reserve Fraternal Insurance Society 


8. H. HADLEY, Supreme President 


L. D. LININGER, Supreme Secretary 


SHARON, PA. 








Mr. Friedner ha 
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List Speakers for LIAMA 
Small Companies’, Agency 


' Secretaries’ Conferences 


The small companies spring confer- 
ence, of L.I.A.M.A. is set for March 
99-22 at the Edgewater Beach hotel, 
Chicago. W. H. Trentman, chairman 
small companies committee and execu- 
tive vice-president of Occidental Life of 
North Carolina will preside. 
“First day speakers include R. R. 
Lounsbury, president Bankers National 
Life; Roger Bourland, director of or- 
jinary agencies, Liberty Life; Frank 
Whitbeck, vice-president, Union Life of 
\rkansas, and F. M. Peirce, L.I.A.M.A. 
“The fellowship dinner will be held 
Monday evening. 

Program for Agency Lectures 


L.LA.M.A. will initiate another spe- 
jal training project with an agency sec- 
retaries seminar March 23-24, immedi- 
ately following the small companies 
conference. 

The secretaries’ seminar will be the 
frst formal conference for men second 
in command in the agency departments 
of smaller companies. 

Major phases of the agency secre- 
tary's job will be discussed, primarily in 
round table fashion. 

William R. Davis, director of ordinary 
agencies of Commoonwealth Life, will 
outline the duties and responsibilities of 
the agency secretary. H. Fred Monley, 
LILA.M.A., will consider the agency 
secretary as an administrator. 


Atwood to Speak 

Harry E. Atwood, agency secretary 
Northwestern National, will discuss the 
fnancial administration of the agency 
department, based on his company’s ex- 
perience. Burkett W. Huey, L.I.A.M.A. 
will conduct an open forum. 

Friday there will be addresses by C. 
Russell Noyes, chairman institutional 
relations committee of the Life Adver- 
tisers Assn., Emery K. Peterson, agency 
secretary Bankers of Nebraska, and 
Lewis W. S. Chapman of L.I.A.M.A. 

Mr. Noyes, advertising manager for 
Phoenix Mutual, will present some ad- 
vertising and sales promotion facts. Mr. 
Peterson will lead a forum discussion 
on contests, conventions and sales pro- 
motion. Mr. Chapman will close the 
seminar with an address, “The Agency 
Secretary as a Key Man.” 

Other L.I.A.M.A. staff members tak- 
ing part will be Frederic M. Peirce, who 
will preside at all sessions, and Richard 
XN. Ford. 


Says 1950 Life Advertising 
May Exceed $20 Million 


Life insurance advertising appropria- 
tions for 1950, for the first time may 
reach $20 million, Donald F. Barnes, 
Institute of Life Insurance, told the 
Keystone Group of Life Insurance Ad- 
vettisers Assn. Several company centen- 
tials and other special anniversaries may 
end advertising appropriations over this 
mount, he predicted. 


jriessen C.L.U. Speaker 


_Sherburn M. Driessen, Marshall & 
lsley Bank, immediate past president 
ot Milwaukee Life Insurance & Trust 
vouncil, spoke to the Milwaukee C.L.U. 
chapter on “Earmarks of a Good Trust 
Institution.” 


Hancock Housing Directors 
John Hancock has appointed Robert 








C. Jordan director of housing and John 
W. Booth assistant director. Mr. Jordan 
Was in the air force. He started with 
the company in 1946 and was named 
issistant to Paul L. Cumings, building 
onsultant during the construction of the 
ew home office and Hancock village 
nd the renovation of the home office 






al lat was built in 1922. Mr. Jordan is 
Harman of the newly formed special 
gees USing committee. ’ 


| Mr. Booth also joined Hancock after 





XUM 





army service. He was assistant manager 
of Hancock village for several months. 


Cal. Blue Shield Now 
Issues Catastrophe Plan 


California Physicians Service has 
brought out a policy giving catastrophe 
(medical only) coverage for 23 specified 
diseases, mainly of a chronic nature. The 
cost per family is said to be $1.70 per 
month. This will be sold only to those 
that are insured for the basic benefits. 
It is an experiment in the direction of 
easing the blow of maladies of a catas- 
trophic nature. 





Complete N. Y. Program 


The program for the March 9 sales 
congress of the New York City Life 
Underwriting Assn. has been completed 
with a four-man panel on prospecting. 
Speakers are Thomas K. Egan, John 
Hancock, prospecting by the debit man; 
J. Ellis Grell, Connecticut General, pros- 
pecting as an estate planner; Edward L. 
Sweedler, Union Central, prospecting for 
the program sale; and Max H. Weis, 
Penn Mutual, prospecting for the pack- 
age sale. 


Miller Goes to Hawaii 

J. Howard Miller, assistant manager 
in charge of the Prudential agency at 
Sikeston, Mo., has been appointed assist- 
ant manager of the insurance department 
of the Hawaiian Trust Co., Prudential’s 
general agents in Hawaii. Mr. Miller 
joined Prudential as a special agent in 
St. Louis in 1946 and took the Sikeston 
post in 1948. 





Occidental Reduces Lien 


Occidental of California has made a 
further reduction of 10% in the lien on 
the policies of the former Federal Re- 
serve Life of Kansas City. Federal Re- 
serve in receivership was reinsured by 
Occidental in 1936 when the Kansas 
district court approved a management 
contract providing a tentative lien of 
50% on Federal Reserve equities. This 
10% lien reduction is in line with similar 
reductions made by Occidental since 
1936. 


Waters Directs Research 


Prudential has promoted Charles A. 
Waters irom assistant director to direc- 
tor of agencies research division. 

In 1940, Mr. Waters undertook man- 
agement and marketing studies which 
gave rise to the division. 





Jefferson Names Three 


Jefferson Standard has opened a 
branch in Charleston, S. C., with Hugo 
A. Pearce as manager. Since 1937 Mr. 
Pearce has headed the district office in 
Charleston. 

Albert F. Schrader, Jr., has been 
named branch manager for Jefferson 
Standard at St. Louis to succeed Ned 
Searcy, who has been made manager in 
Jacksonville, Fla. 








R. K. Metcalf G. W. Young 


Robert K. Metcalf and George W. Young 
have been appointed vice-president and 
secretary of Connecticut General, respec- 
tively. Mr. Metcalf has been secretary 
since 1946 and Mr. Young was named an 
associate actuary last year. 


Lynch Lauds Lincoln 
WASHINGTON—Rep. Lynch, New 
York, chairman of the House ways and 
means subcommittee on life insurance 
company taxation, inserted in the Con- 
gressional Record an interview appear- 
ing in the New York Times quoting Le- 
roy A. Lincoln, president Metropolitan 
Life, as defending the proposed retro- 


active tax on life companies. Mr. Lin- 
coln’s views were reported in THE 
NATIONAL UNDERWRITER for Feb. 24. 


West Coast Life has established an 
agency at Sherman Oaks, Cal., with 
James W. Peacock, assistant manager 
for Prudential at Los Angeles as man- 
ager. Mr. Peacock had been with Pru- 
dential for 17 years. 
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Agency and general agent’s contracts designed to com- 
pensate you for every sales development and service 


Policy contracts designed to provide best in protec- 
tion at the lowest cost. 


Complete training .. . including expert tax and busi- 


ness insurance consultation . . 


average amounts of coverage. 
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“As Faithful as " \ [s Old Faithtul” 


7 ee Ty. 
Home Office: 135 South La Salle Street 


A 44 Year Old. 
Million in Force . . 


Low Net Cost Company . 
ond Over $100 Million in Assets 


Chicago 3, Illinois 
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An Emblem 





Sound business management and very low mortality have 
given Lutheran Mutual the distinction of being one of the 
very lowest net cost companies in the United States. 


Inquiries, regarding agency 


Lutherans. 


LUTHERAN MUTUAL LIFE INSURANCE COMPANY 


Waverly, Iowa 





of Distinction 





openings, are invited from 











20 


HeNATIONAL 








March 3, 1959 














Th ACTUARIES ||[ 


CALIFORNIA A 


COATES, HERFURTH & 
ENGLAND 


CONSULTING ACTUARIES 
San Francisco Denver Los Angeles 
































ILLINOIS 


| THOMAS and TIFFANY 
CONSULTING ACTUARIES 


211 West Wacker Drive 
CHICAGO 6 
Telephone FRanklin 2-2633 























Harry S. Tressel & Associates 
Certified Public Accountants 
S. La Selle St Chicas 3, Illinois 
1e S. 'o 
Telephone FRanklin 2-4020 


Harry S. Tressel, M.A.1.A. 

M. Wolfman, F.S.A. Wm. H. Gillette, C.P.A. 
N. A. Moscovitch, A.S.A. WwW. P. Kelly 
W. M. Barkhuff, C.P.A. Robert Murray 




















IN DIANA & NEBRASKA 


Haight, Davis & Haight, Inc. 
Consulting Actuaries 
ARTHUR M. HAIGHT, President 
Indianapolis — Omaha 


























MISSOURI 
NELSON and WARREN 


Consulting Actuaries 
915 Olive Street, Saint Louis 
Central 3126 























NEW YORK 


Established in 1865 by David Parkes Fackler 


FACKLER & COMPANY 


Consulting Actuaries 
8 West 40th Street 








New York 














Consulting Actuaries 
Auditors and Accountants 


Welfe, Corcoranand Linder 
116 John Street, New York, N. Y. 
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PENNSYLVANIA 


FRANK M. SPEAKMAN 
CONSULTING ACTUARY 


ASSOCIATE 
E. P. Higgins 


PHILADELPHIA 
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VIRGINIA & GEORGIA 


BOWLES, ANDREWS & 
TOWNE 
Consulting Actuaries 
Employee Benefit Plans 
RICHMOND e aTLANTA 
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Pan-American Brings Out 
Modified 3 Plan 


Pan-American Life has announced a 
new participating ordinary life modified 
3 plan. Minimum policy is $10,000. An- 
nual premiums, per $1,000, are as fol- 
lows: 


First There- First There- 


Age 3Yrs. after Age 3 Yrs. after 
10 ...$11.25 $13.23 40 26.32 30.96 
15 12.64 14.87 45 31.61 37.19 
20 - 14.32 16.85 50 38.53 45.33 
25 16.39 19.29 55 47.70 56.12 
30 18.97 22.32 60 50.05 70.05 
35 22.20 26.12 65 76.95 90.53 





New Life of Ga. Annuities 


Life of Georgia has introduced insur- 
ance annuity and retirement annuity pol- 
icies. 

The insurance annuity, maturing at 
ages 55, 60 or 65, provides a monthly 
life income, 10 years certain. Death ben- 
efit prior to maturity is $1,200 per $10 
monthly income, or cash value if greater. 

The retirement annuity offers: 10 
years certain, cash refund or without 
refund, available at any age from 50 to 
70. If annuitant dies before income pay- 
ments commence, the company will re- 
fund the premiums to the beneficiary, 
or pay the cash value, if greater. 


Issues New Policy, Cuts Rates 

Occidental Life has a new special re- 
tirement income at age 65 participating 
policy and has reduced the rates on nine 
non-participating plans. 

The new plan permits use of accumu- 
lation to increase maturity income, pay 
up the policy before it matures or hasten 
the maturity. Upon proof of insurability 
it also provides a participating paid-up 
life policy of the face amount and a sub- 
stantial cash payment or a participating 
paid-up life policy of the face amount 
and a cntinuing retirement income. 

The premium reductions apply to 10, 
15 and 20 year endowment, endowment 
at age 50, 60 and 65, and male endow- 
ment life income at 55, 60 and 65. 


New juvenile policies issued by State 
Life of Indiana provide the full bene- 
fit immediately, except those issued at 
age 0, which will be in force during the 
first policy year for $250 per $1,000 ulti- 
mate amount and in full benefit there- 
after. 

Double indemnity on limited payment 
policy forms becomes paid-up when the 
policy itself becomes paid-up. New rates 
on continuous payment forms are re- 
vised to reflect an increasing hazard 
with increasing age, resulting in a some- 
what lower rate at younger ages and 
higher at older ages. Minimum age is 
reduced from 14 to 10. 





Philadelphia Life has added a new 
type of family income rider, one which 
provides $10 per month per $1,000 insur- 
ance, payable until the beneficiary 
reaches age 65. 


orrection on C. M. Scully 
The item in the Feb. 17 issue reported 
that Cyril M. Scully had been named 
general agent in New Orleans for Lin- 
coln National stated that in his first year 
as district manager his unit produced 
“more than $41 million” of business. It 
should have read “more than $1 million.” 





Osler Purdue Speaker 


If life insurance fails, or if agents fail 
to sell life insurance to the people, then 
the last way to private security is gone 
and democracy is finished, R. W. Osler, 
editor of life publications, Rough Notes, 
said in a talk at the Purdue school. He 
warned that life insurance is vital to the 
continuation of democracy. 


Complete Indiana Speakers 
for Caravan Sales Congress 


The complete speakers list for the 
caravan sales congress of Indiana Assn. 
of Life Underwriters includes Conger 
Brown, director of agencies, Prudential; 
Robert R. Girk, Indianapolis tax attor- 
ney; Vernon Brown, Ohio State Life, 
Tiffin, O., and B. N. Woodson, execu- 
tive vice-president State Life of Indiana. 

The caravan will meet in Evansville 
March 30, Indianapolis March 31, and 
Fort Wayne April 1. 


Jamestown, N. Y¥.—Prof. James L. 
Hayes, head of the school of business 
administration at St. Bonaventure Uni- 
versity, spoke at the February meeting. 


Indianapolis—Judd C. Benson, presi- 
dent of the National association, will 


speak at a luncheon meeting March 3. 


Pittsburgh—John P. Shaffer, Metro- 
politan Life, Pittsburgh, talked to the 
Butler branch on “Prospecting is 90% 
of the Business.” W. F. VanderBrook, as- 
sociate manager Reliance Life, Pitts- 
burgh, will talk on “How to Dramatize 
the Sale of Life Insurance” before the 
New Castle branch March 9. The Wash- 
ington branch will hear V. A. McNally, 
associate manager Reliance Life, Pitts- 
burgh, discuss “Life Underwriter—1950 
Model,” March 8. 

Memphis—Robert Waddell, Pittsburgh, 
Mutual, 


general agent of Connecticut 
spoke. 
Nashville—Nathan P. Paulus, John 


Hancock, Lafayette, Ind., spoke on “How 
to Plan for Family Happiness.” 

Chattanooga—Mrs. Marion Stevens Eb- 
erly, director of the women’s division of 
Institute of Life Insurance, spoke. She 
also addressed Assn. of Insurance Wom- 
en and several other organizations while 
in Chattanooga. 

Lawrence, Kan.—Ray T. Wright, Prov- 
ident Mutual, trustee of the N.A.L.U., 
conducted a discussion on the new so- 
cial security bill. The film, “Main- 
spring,” was shown. 

Oklahoma City—Rev. Fred Condit, re- 
tired minister from Parsons, Kan., gave 
a picture of life insurance as seen by 
the policyholder. Basing his discussion 
on observation backed by his personal 
experience (he is retired and living on 
an annuity) he accented two points, that 
life insurance is the best and most se- 
cure investment available, and that it 
removes the gamble from life. 

Detroit—Mrs. Rose M. Kiefer, Chicago, 
secretary-manager National Assn. of Re- 
tail Grocers, spoke before the women’s 


group. 
Manitowoe, Wis.—J. Douglas Grannis, 
general agent Massachusetts Mutual 


Life; George Grimm, manager New Eng- 
land Mutual, and Frank Hughes, general 
agent Mutual Benefit, all of Milwaukee, 
participated in a round table discussion 
on “How Valuable Is Life Insurance as 
Property?” 

La Crosse, Wis.—‘‘How to Sell Money 
and Get Rich” was discussed by Charles 
F. Potter, general agent Minnesota Mu- 
tual Life, before the Western Wisconsin 
association. In speaking on retirement 
income insurance, he pointed out the 
“magic of compound interest.” 

The association has presented the La 
Crosse public library a collection of 
new books on life insurance and related 
fields. 

Green Bay, Wis.—F rank G. McNamara, 
Old Line Life, Waukesha, president Wis- 
consin association, spoke at the lunch- 
eon meeting of the Northeastern Wis- 
consin association. 

Fargo—E. O. Jenkins, president of 
First Bank Stock Corp., Minneapolis, 
spoke. The film “For Some Must Watch” 
was shown. 

Port Huron, Mich.—Harry N. Phillips, 
Detroit association director, spoke on 
“Salary Deduction Life Insurance.” He 
is head of the Detroit association’s train- 
ing council and of the advisory council 
of Wayne University. 

Houston, Tex.—Alden Palmer, R. & R. 
Service, spoke Feb. 24. 

Mercedes, Tex.—The Valley Grande as- 
sociation heard George Martin, field 
agency director of Combined American, 
speak on the “Finished Product.” He 
said life insurance men desire to be- 
come finished and polished salesmen. 
This may be accomplished by experience, 








observation, and listening to what Suc. 
cessful men do in producing Satisfactory 
results. . 
Way he suggested by which the 
agents may become a “finished Product” 
include giving the alibis that it is to, 
hot, too cold, that it is income tax pay. 
ing time and people want to buy; be. 
coming financially involved, refusing {, 
attend association meetings; substitu. 
ing the telephone for personal calls, 





Howes Regional Consultan: 
in Upper New York State 


Alfred S. Howes of Albany has beep 
appointed regional consultant for upper 
New York - state 
by Connecticut 
Mutual Life. He 
will work under 
the direction of E. 
A. Starr, assistant 
superintendent of 
agencies, and will 
assist agencies in 
the development of 
employe insurance 
plans, business in- 
surance and estate 








planning. 

Since joining 
Connecticut Mu- Alfred S. Howes 
tual in 1938, Mr. 


Howes has had an outstanding record, 
attaining membership in the Half Mil. 
lion Dollar Corps, President’s Club and 
the Dependables. He received the na 
tional quality award in 1948. 

_Mr. Howes’ appointment is the first 
of several planned by Connecticut Mu- 
tual in various parts of the country 
in connection with the expansion oj 
its program to give agents greater as- 
— in the advanced underwriting 
eld. 


The San Francisco agency of Equi- 
table Society led all other agencies in 
the company during January by paying 
for just under $3 million. 
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GERIATRICS: HELPING OLDER PEOPLE ENJOY LIFE LONGER 





Artery— 
normal wall, large 
channel for blood 


Artery— 
thickened wall, small 
channel for blood 





Semi-schematic drawings by Jean Hirsch 


Longer life for people past 40 


Pictured above is the system of 
coronary blood vessels found in the 
normal human heart. Through this 
system the blood is conveyed to the 
heart muscles. 


The coronary system of most in- 
dividuals functions well day in and 
day out through a full lifetime. In 
certain cases, however, these blood 
vessels become impaired through 
gradual thickening of the wall (arteri- 
osclerosis) and consequent narrow- 
ing of the blood channel. Coronary 
ailments are more prevalent after 
age 40; occur oftener in males than 
in females; have no relation to in- 
come or occupation; and have a 
tendency to run in certain families. 


While many people regard coro- 
nary artery disease as a rapidly fatal 
illness, actually only about 10% of 
people so affected succumb to the 
initial attack. Many survive the first 
attack, make an excellent recovery 
and return to enjoyable living, with 


only limited restriction on their 
activities. 


Despite a rise in the number of 
cases of coronary disease due to in- 
creasing age of the population, 
medical science is making notable 
progress in prolonging the lives of 
these people. 

Your doctor today has at his dis- 
posal many new techniques and 
devices for checking on the condition 
of your heart and arteries. Periodic 
visits to him and observance of com- 
mon sense routines im your daily 
living give the best assurance that 
you will benefit from geriatrics—the 
science of helping older people enjoy 
life longer. 


While advances in medicine may 
add many years of physically com- 
fortable living, your full enjoyment 
of those years calls for financial sol- 
vency. This is best attained through 
a sound program of savings and life 
insurance. Your NWNL agent, paid 
not primarily for how much in- 
surance he se//s you but for what you 
keep in force, has a strong incentive to 
provide you with the insurance you 
need and can afford. He can help 
you plan wisely a financially com- 
fortable future through life insurance. 
FREE PAMPHLET: “Consider Your 
Coronaries”’ describes what you can do to 
minimize the possibility or the effect of 
this heart disorder. Sent free on request. 
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Highlights from “CTI 


A Billion Dollars in Benefits 


HAS BEEN PAID TO POLICYHOLDERS AND 
BENEFICIARIES SINCE ORGANIZATION 


a> 
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The First Billion in Benefits 





FOR 
POLICYHOLDERS 






FROM 
POLICYHOLDERS 


PAYMENTS 
ice) 


POLICYHOLDERS 
PREMIUMS 


PAID 
SINCE 


1846 





POLICY RESERVES 
AND OTHER 
POLICYHOLDERS 
FUNDS 


As of December 31, 1949, total benefits paid since organi- 
zation amounted to $1,017,046,388. Funds and other 
reserves held by the Company for benefit of policyholders 
amounted to $775,618,125. The total of these amounts, 
$1,792,664,513, exceeds the total amount actually received 
by the Company from its members by $345,145,047. 


Dividends for Policyholders Increased 


The 1950 dividend rate has been increased over 1949—and this is 
the fourth increase in the dividend rate in the past seven years. 
$11,315,000 has been set aside for dividends payable to policy- 
holders during the year. Part of this increase is due to the larger 
volume of insurance in force and part to the adoption of a more 


liberal dividend scale. 


During 1950, interest on the policy proceeds remaining with the 
Company under income settlement provisions will be continued at 
the rate of 3.25% and on dividend accumulations at the rate of 3%. 








Highlights from the Report 























e Benefits to policyholders and beneficiaries of The 
Connecticut Mutual Life Insurance Company amounted 
to $57,925,769 in 1949, the largest amount in Com- 
pany history. 


e New business of $211,080,098 was 514 million 
higher than in 1948, making this the second best 
year in the history of the Company. 


e Life insurance in force increased $128,451,763 
during the year and the total is now within 40 million 
of the 2 billion dollar mark. 


e The favorable mortality experience of the past 
several years continued during 1949. 


e After deducting investment expense and taxes the 
net rate to the Company during the year on its total 
invested assets was 3.55% as compared with 3.47% 
for 1948. 








1949 1950 





1948 











